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National Association of Life Underwriters 


Ce Cm C 


has been acquired by 


The National Underwriter Company 


New YorkK CHICAGO CINCINNATI San FRANCISCO 


UY 
The Book Department of the 
fn 





© On July 1st the Publications (or Book) Department of The National Association was pur- 
chased by The National Underwriter Company, which for many years has maintained a large 
department devoted exclusively to insurance books of all kinds and has nation-wide facilities 
for their prompt distribution everywhere. By virtue of this new arrangement, The National 
Association, while withdrawing from the book-selling field, is making available to all its mem- 
bers an improved service for their requirements of all sorts of text books, including those 
used in the “C. L. U.” work, and a service that will undoubtedly be more generally satisfactory 
than the Association has heretofore been able to render through its single office in New 


York City. 


© The National Underwriter Company, well known among all insurance people for its 
publication of the National Underwriter Weekly, the Diamond Life Bulletins, the Little Gem 
Life Chart, the Unique Manual-Digest, the Estate-O-Graph, numerous text books on various 
phases of life insurance, and many other widely used services, has large offices in New York 
City, Chicago, Cincinnati, and San Francisco, and will maintain sizeable stocks of all regularly 
used text books in these offices. The National Underwriter Company also has sales offices in 


numerous other important cities throughout the country. 


® Thus obtaining such books as are desired through the broad facilities of The National 
Underwriter Company, every Association Member, in fact every underwriter will be assured of 
prompt service and many thousands will be able to get books quicker and easier than heretofore. 


BUILD UP YOUR LIBRARY 


The Headquarters of the Book Department of The National Underwriter Company are 
at Cincinnati, to which all special inquiries should be addressed. Send orders, however, 
to the office nearest you 


175 West Jackson Blvd 
420 East Fourth Street 
Flatiron Bldg 


Ask for Our Selected List of Recommended Books 
Ten Percent Discount Allowed on Orders for 10 Books or More 


You may order on “ten day approval” 
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“Employ your time in improving yourself by other men’s documents: so shall you come | oo 
easily by what others have labored hard for.” —Socrates. 
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Easy to get Prospects to Talk| 
with 


this Show Case” Wallet 


Hand it to a prospect and start to explain it. He will become interested 
in the Wallet and soon you will both be talking Life Insurance 





The Behr Viso-Wallet, plastic bound and with transparent plastic 
envelopes, was developed by Louis Behr, the famous million-dollar 
producer of Chicago. It is one of the best interview-getters ever 
devised and Mr. Behr has prepared an instruction Manual in which he 
gives not only his method of using the “Viso-Wallet” as an Approach, 
but also his entire programing system covering both small and large 
cases. This “Manual” is given FREE with 5 “Viso-Wallets”. 


he Vsso- Wallet has the following advantages: 


1. Provides an interesting visual approach. 


2. Applies to the small policyholder and the large policy- 
holder; and to a first-year man as well as a veteran. 


3. Saves much time in programing and auditing. 


4. Provides an automatic sales track for the sales interview. 


MOOR Bec eR cKO K 


iit ee ee 
* 
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Size of Wallet 101/, x 61/4 Inches x 1 Inch Thick 


GENTS today say their biggest bugaboo is fighting through 

objections in the approach in order to get an interview, 

In our opinion the VISO-WALLET is the answer. It gets around 

the usual difficulties in the approach and automatically puts you 

into an interview. Just place the VISO-WALLET in the hands of 
your prospect and start to explain it. 


The VISO-WALLET is thus exceedingly valuable in the approach 
even though you never make an audit — and one wallet can be 
used for this purpose over and over. 


Does It Work ? 


Because the methods of one man cannot always be used suc- 
cessfully by another man, and because Mr. Behr with his talent and 
experience might be able to sell a million dollars a year with a 
system which the average Underwriter could not use, it was 
suggested that a number of other Underwriters experiment with the 
Viso-Wallet before it was placed on the market. Following are a 
few of the reports: 

“Since receiving the Behr Viso-Wallet from you I have called on 10 prospects 
with the following results: 


4 new applications for a total of new business amounting to $11,700. 
3 call-backs for September, and 3 with no new Insurance to be written 
at this time, but with a very good chance of procuring additional 
business by the end of this year. 


“You may rest assured that I am very appreciative and expect to increase my 
production perhaps 50% by the use of the Behr Viso-Wallet. Enter my order for 
fifty wallets.” I. M. Kanarish 


“I took your ‘Viso-Wallet’ out with me and showed it to seven people, three 
of whom I had never called on before. 


“I have never been much of a fellow for ‘gadgets’ in selling Insurance, but 
this thing is a peach. You can write an order now for 50 of them as soon as 
they are ready for delivery. I think it is the greatest single attention-getter 
that I have yet seen.” Felix D. Simon 


Order Sample Outfit Under Money-Back Guarantee 


Sample Outfit consists of: 


1. One “Viso-Wallet” containing 5 4, A Manual of instructions contain- 


transparent plastic envelops hold- 
ing 8 policies. 


. Three sample audit or “Digest 


Cards”, one each for $12,000, $17,- 
000 and $27,000 of Insurance — for 
canvassing purposes. 


. Three blank “Digest Cards” for 


auditing and programing a pros- 
pect’s Life Insurance. 


THE DIAMOND LIFE BULLETINS 
420 East Fourth Street 
Cincinnati, Ohio 

Please send me one complete Outfit of the “Louis Behr Viso-Wallet Program- 
ing System” at $3.00. It is understood that I may return this material in 
ten days for full refund of my money if I am not delighted with the system. 


STREET ADDRESS 


CJ Check enclosed 


ing complete directions, including 
a word-for-word approach, a qual- 
ifying presentation, a fact-finding 
interview, an explanation of how 
to complete the charts and build 
the program in the office, the 
second or closing interview, and 
sample letters for change-of bene- 
ficiary clauses. 


CT] Charge my account 
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‘Regionnaires”’ of 
Aetna Life Meet 
at French Lick 


Gathering of 300 Hears In- 
stitutional Messages and Ex- 
position of Sales Technique 








By LEVERING CARTWRIGHT 


The first of the three Aetna Life 1938 
regional conventions was held at French 
Lick Springs, Ind., with a total attend- 
ance of about 300. The second regional 
gets under way at Lake Tahoe, Cal., 
next Monday and the final one of the 
season, for easterners, will be in Quebec. 

The pattern of these distinctive gath- 
erings of “Regionnaires” has _ been 
standardized. The effect is decidedly to 
heighten the anticipation of those who 
attend rather than to lessen it, They 
look forward each year to attending ses- 
sions during the same hours, participat- 
ing in the golf tournament the same 
afternoon, going to the banquet. the 
same evening, listening to President 
Morgan B. Brainard as the chief ban- 
quet speaker, watching members of the 
Gordon H. Campbell agency of Little 
Rock, clad in Scotch plaid caps, march 
into the banquet room to the tune of 
the bag pipes and in other ways repeat- 
ing an enjoyable routine. 


Meetings Carefully Planned 


The program features are closely 
planned. The home office puts a high 
value on these conferences and each pro- 
gram feature is carefully designed and 
put in place. Those in charge of the 
program are careful not to overload it 
and yet they provide an exciting diver- 
sity of material in the three, three-hour 
periods devoted to meetings. 

A good example of the amount of 
planning reflected in the program is the 
feature that was conducted by Robert 
B. Coolidge, superintendent of agents, 
entitled “George H. Duncan Takes the 
Stand.” Mr. Coolidge called a number 
of “Regionnaires” to the platform, they 
then becoming “witnesses,” answering 
questions about the selling technique 
that they employ. These “witnesses” 
had not been previously warned that 
they would be called. Mr. Coolidge had 
some misgivings beforehand, but he had 
planned the stunt carefully and it proved 
most effective, worth while and exciting. 
He had made a careful selection of the 
men that he intended to summon, know- 
ing that they had some special message 
and then he framed his questions in 
such a way as to elicit the particular 
message that Mr. Coolidge knew each 
one of them had to offer. 


8. T. Whatley a “Witness” 


Incidentally one of the “witnesses” 
was S. T. Whatley, agency vice-presi- 
dent. Mr. Whatley had not been warned 
pe that situation proved to be provoca- 
ive, 

The most sensationally successful pro- 
gram feature was the talk by R. N. 


Howes of Clinton, Ia., on selling acci- 
(CONTINUED ON PAGE 10) 





Tentative Plans for A. L. C. 
Annual Meeting Announced 





To Combine Last Year’s System 
of Holding All Sessions Within 
Four-Day Period 





Investment problems will dominate 
the annual meeting of the American Life 
Convention, Oct. 10-13, at the Edge- 
water Beach Hotel, Chicago, according 
to tentative plans. The Financial Sec- 
tion as usual will devote an entire day 
to the question of maintaining adequate 
yield on invested assets. In addition, 
B. J. Perry, president Massachusetts 
Mutual, will speak on investments at the 
general meeting. 

Success of last year’s plan of com- 
pressing the general sessions and sec- 
tion meetings into a four-day period in- 
stead of the usual five days without cur- 
tailing any of the usual program fea- 
tures resulted in adoption of the same 
plan this year. 


Legal Section Oct. 10-11 


The Legal Section will hold its meet- 
ing all day Oct. 10 and 11. R. A. Adams, 
general counsel American United Life, 
chairman, will be assisted by the section 
secretary, Kacy, vice-president 
and general counsel Acacia Mutual Life. 
Tuesday will be devoted to the all-day 
meeting of the Financial Section, of 
which Alex Cunningham, vice-president 
and treasurer Western Life of Montana, 
is chairman, and D. F. Roberts, treas- 
urer Acacia Mutual, secretary. The In- 
dustrial Section also will hold morning 
and afternoon sessions Monday, with 
F. M. Nettleship, secretary of agencies 
Eauitable Life of Washington, D. C., as 
chairman, and T. J. Mohan, vice-presi- 
dent in charge of field, Eureka-Mary- 
land, as secretary. 

A feature of the Legal Section’s meet- 
ing this year will be the luncheon Mon- 
day at which J. F. Tyrrell of Milwaukee, 
examiner of questioned documents who 
took a prominent part in the handwrit- 
ing comparisons and study of notepaper 
in the Lindbergh kidnapping case, will 
give an address on his specialty. 


Agency Section Wednesday 


The Agency Section will meet Wednes- 
day forenoon, this being a general ses- 
sion which will be attended by most of 
the visiting officials. H. W. Manning, 
co-general manager Great-West Life, 
will preside as chairman, assisted by H. 
T. Burnett, vice-president in charge of 
agencies Reliance Life. The general 
sessions proper, however, will start 
Wednesday afternoon, continuing 
through Thursday, with President H. R. 
Wilson presiding. 

An executive session will be held 
Wednesday night and the annual formal 
banquet and dance will be Thursday 
night. 

Representatives of the Life Presidents 
Association, National Association of In- 
surance Commissioners, National Fra- 
ternal Congress, Canadian Association 
of Life Insurance Officers, United States 
Chamber of Commerce and National 
Association of Life Underwriters will 
extend greetings at the general session 
Wednesday. 

An address by President Wilson, and 
the annual report of C. B. Robbins, 


International Congress of 
Actuaries Next Conclave 





Meeting Will Be Held June 24- 
29, 1940, at Lucerne, Switzer- 
land 





The twelfth International Congress of 
Actuaries will be held in Lucerne, 
Switzerland, from June 24-29, 1940, ac- 
cording to information released by M. A. 
Linton, president of the Provident Mu- 
tual Life, and United States secretary 
of the permanent committee for Inter- 
national Congresses of Actuaries. 


Five different subjects will come 





M. A. LINTON 
U. S. Secretary 


under discussion and four themes for 
written memoirs are also provided. The 
topics selected are significant and of im- 
portance in all countries represented. 

Subjects to be treated_are: The theory 
of probability in insurance; cover for spe- 
cial hazards in life insurance; terms to 
be granted on withdrawal from the con- 
tract of life insurance; investment of life 
insurance funds; basis and technique of 
sickness insurance. 

Themes for memoirs are treatment of 
withdrawals in life insurance; cover for 
war risks in life insurance; study of in- 
ternal variation in groups of persons; 
basis of indemnity to be allowed for loss 
or diminution of professional income. 

As a novelty it is hoped to arrange 
four or five lectures in different lan- 
guages by leading actuaries of different 
countries during the congress. Trips of 
varying lengths through the beautiful 
Alpine country will be arranged for 
visiting actuaries after the meeting. 














manager and general counsel, are sched- 
uled for the opening meeting of the gen- 
eral sessions. 

A golf tournament, with a number of 
prizes, will be held. Henry Abels, 
vice-president Franklin Life, as for 
many years past, is golf chairman. 

Arrangements are being made for a 
round of entertainment features for visit- 
ing ladies, including luncheon, bridge, 
sightseeing trips, etc. 





Fraternals Adopt 
Methods to Meet 
Challenge of Day 





Courageous, Unified Mili- 
tant Stand of N. F. C. Is 
Significant Note at Meeting 





NEW CONGRESS OFFICERS 


President—C. L. Biggs, Maccabees, 
Detroit. 

Vice - president — Frances D. Part- 
om Woman’s Benefit, Port Huron, 

ich. 

Executive committee, reelected, one 
year—A. O. Benz, Aid Association for 
Lutherans, Appleton, Wis.; Farrar 
Newberry, W.O.W., Omaha, and Jo- 
seph L. Kania, Polish Roman Cath- 
olic Union, Chicago; new members, 
one year, Mrs. Dora Alexander Talley, 
Woodmen Circle, Omaha; Thomas R. 
Heaney, secretary C.0.0.F., Chicago, 
and J. V. Abrahams, Security Benefit, 
Topeka, Kan. 


By DALE R. SCHILLING 

TORONTO—Organized fraternals of 
the United States and Canada are aware 
of the threat to their institution inherent 
in the economic unrest and are prepar- 
ing to meet all issues with a united, 
militant front. This was the dominant 
note at the annual meeting here of the 
National Fraternal Congress. 

They are confused and worried over 

the burdens imposed by social security 
laws, especially state unemployment 
compensation acts. They are in less ad- 
vantageous position than old line com- 
panies in this respect, for in many cases 
their solicitors and field chiefs are less 
clearly “independent contractors” ex- 
empt from the tax. 
_ Societies also undoubtedly would be 
involved in any general probe of the 
life insurance institution by SEC, and 
due to their block buying of securities 
probably would be called into hearing by 
SEC, even if the inquiry is confined to 
investment practices as projected. 


Way Ahead Not Smooth 


With ever increasing governmental 
pressure for greater tax collection, fra- 
ternals probably will face many attempts 
in various states to impose premium and 
license taxes, although, as affairs now 
stand, societies seem to be generally safe 
from collection of such taxes for past 
years. 

A vital factor in maintaining their 
time-honored tax exemption is increased 
lodge and beneficial activities. Oniy by 
demonstrating that they discharge many 
functions of state, such as welfare, care 
of orphans, aged and sick, thus earning 
special treatment because they relieve 
the state of such responsibility toward 
society members, can they hope to re- 
main tax exempt. 

Even so, well organized legislative and 
legal activities will be necessary. Pro- 

(CONTINUED ON PAGE 7) 
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Columbus Mutual Cruise 
on the Great Lakes 


By C. M. CARTWRIGHT 


The Columbus Mutual Life has a dis- 
tinct personality. There are some peo- 
ple that are colorless, there are others 
that stand out definitely and leave an 
indelible impression. So it is with life 
companies. Each has an individuality 
and some certainly have a very distinc- 
tive personality. Whether a life insur- 
ance man could answer the question, 
“Why the Columbus Mutual Life?” he 
at least knows. that there is something 
about it that is different from the mine 
run of companies. 

It was founded and fathered by a man 
who was afflicted with a great disability 
and yet he rose triumphantly above all 
the physical obstacles, created the in- 
stitution, was its driving force and in- 
spiration until he retired a few years 
ago and became president emeritus, C. 
W. Brandon. Mr. Brandon suffered a 
stroke, his voice thereafter was thick, 
he was unable to navigate without as- 
sistance and he was debarred from many 
enjoyments. Yet in.spite of it all he 
organized the Columbus Mutual Life 
and fused into it that dynamic and en- 
thusiastic personality that he possessed. 
In fact in some ways he was almost 
fanatical in his ideas and aspirations. 
He was the Columbus Mutual. 


Initiated the “Golden Rule” Contract 


Mr. Brandon felt that he had been 
unduly and unfairly dealt with as an 
agent in that he was deprived of his 
renewals and that he had to pay tribute 
to a general agent. Therefore he initia- 
ated what he termed the “golden rule 
contract.” This he had carefully drawn 
up so that the renewals of an agent 
were protected under all conditions. 
Furthermore each contract was direct 
with the head office and not with anyone 
else. Then again each agent was priv- 
ileged to appoint other agents but they 
had their contracts direct with the home 
office and the appointing man received 
commission on the business that the 
new men wrote although he had no 
control over them. During his regime 
“Pop” Brandon laid great stress on this 
“golden rule contract.” It embodied his 
idealism in life insurance agency rela- 
tionships. Therefore being essentially 
a production and agency man he touted 
this contract at every turn of the road. 

Another idea he had was the “per- 





fected endowment.” This was not new 
but the Columbus Mutual in this con- 
tract does draw a line of demarcation 
between the insurance and investment 
elements and the investment is not im- 
paired by premature death before ma- 
turity. Furthermore, Mr. Brandon was 
desirous of having the Columbus Mutual 
a low net cost company. Therefore it 
meant that economy had to be practiced. 
There was to be no exploitation of the 
company in any way. He wanted the 
organization thoroughly democratic. His 
office door was always open and he was 
at hand to any agent that desired his 
advice or suggestion. He arranged for 
a surplus to be contributed in order to 
get the machinery going but all this 
originally paid in by stockholders has 
been returned and the present net sur- 
plus, which is well over $1,800,000, has 
been built up from operating profits. It 
pays 10 percent on its capital, which is 
$500,000. It has on its board two agents, 
Myron Hawkins of Charlotte, Mich., 
and Ivan T. Quick of Cleveland. It has 
now over $133,000,000 of insurance in 


force. It writes only annual dividend 
policies. Its expense ratio is very mod- 
erate. Its lapse ratio is low, last year 


being 4.5 percent. 
Spirit of the Founder Prevails 


Mr. Brandon retired a few years ago. 
He resides in Columbus. He is over 
80 years of age, but is alert mentally and 
maintains his deep interest in the organ- 
ization. He will ever be the patron saint 
of the organization. There may be some 
refinements of the original plan but the 
basic principles are maintained and the 
spirit of the founder permeates the 
whole organization. The Columbus Mu- 
tual is perhaps old' fashioned in its free- 
dom from so many streamlined gadgets 
that really hide the essentials. 


Sales Manager Preston’s Work 
Its agency conventions are of inter- 


est. In some ways they -differ from so 
many other conventions. During the 
Brandon administration the officials 


took but little part. The agents ran the 
machinery. However, in order to see that 
the wheels go around expeditiously and 
that the program be carried out without 
delay, Sales Manager James A. Preston 
now is at the controls but the head of 





the agency club presides with full au- 
thority as of yore. And by the way, 
Mr. Preston has done and is doing a 
very magnificent piece of work in con- 
nection with the Columbus Mutual in 
devising a definite sales program and 
furnishing material and inspiration that 
are exceedingly valuable. 


Convention Cruise Was Taken 


Heretofore the Columbus Mutual has 
had a large convention of all its agents 
in a central point but this year a de- 
parture was made by featuring the $100,- 
000 Club and building the convention 
about that organization. Therefore, a 
cruise on the Great Lakes was deter- 
mined, starting on the “Alabama” from 
Cleveland the morning of Aug. 14, and 
arriving there again the morning of 
Aug. 21. Other agents who desired to 
take the cruise could do so and they 
were allowed a certain amount, accord- 
ing to their production, for their ex- 
pense. There were about 75 people on 
board, the home office being represented 
by Vice-president and Secretary Carl 
Mitcheltree, Agency Manager J. A. 
Preston and Agency Secretary R. A. 
Engler. The president of the $100,000 
Club and the leading producer who pre- 
sided was John C. Dexter of Columbus, 
O., and the vice-president was Morris 
Levinkind of Chicago, both men of sub- 
stance and signal ability. 


Cruise Was Popular 


The cruise met with enthusiastic re- 
sponse from those that were present. 
There were three meetings held in the 
club room. 

The “Alabama” is one of the best 
boats that sails the Great Lakes and it 
was in command of that veteran and 
efficient captain, a gentleman of finest 
hue, John Hope Clark, who has great 
admiration for the Great Lakes as a 
playground and a crusing field. A dele- 
gation was taken on at Detroit. A stop 
was made at Mackinac for some five or 
six hours. The “Alabama” then went 
through the water way that cuts across 
the thumb of the northern peninsula and 
divides Houghton from Hancock. From 
there the next stop was at Fort William, 
Can., where all hands went to the mag- 
nificent falls, some 20 miles distant. A 
visit was made at Port Arthur. Then 
in the same afternoon the boat docked 
at Isle Royal, which is now a part of 
the National Parks Service. The “Ala- 
bama” returned through the locks at 
Sault Ste. Marie and went into Georgian 
Bay, spending an entire day at Midland, 
Ont., at the southern part of the bay. 
The boat is admirably adapted to cruises 
and life insurance gatherings of this 





Function 


at Continental Convention 








ROY TUCHBREITER 





W. E. WHITE 


The meeting of the 1-2-0 club_ of | dents who took a prominent part in the 
Continental Assurance was held in Chi- | program had just returned from a trip 


cago this week. Three of the vice-presi- 


to Catalina Island, as escorts for mem- 





DR. H. W. DINGMAN 


bers of the 2-5-0 club, they being Roy 
Tuchbreiter, W. E. White and Dr. H. 
W. Dingman. 








Earle Outlines Ideas 
On Company Examinations 


ve 


PORTLAND, ORE.—Commissioner 
Earle of Oregon, speaking at the meet. 
ing here of the Oregon State Agents 
Association, outlined in general terms 
his ideas in regard to the subject of 
company examinations, but made 1 
direct reference to his controversy with 
the New York department over that 
subject and his announced intention to 
go ahead with the examination of New 
York companies. 

After telling of his activity in the 
establishment of the zone system of ex. 
aminations by the National Association 
of Insurance Commissioners, he said: 

“IT had considerable personal experi. 
ence and suffered monetary loss through 
companies folding up while I was rep- 
resenting them as local agent. I decided 
then that in so far as possible I would 
see to it, as insurance commissioner, 
that it would be impossible for an agent 
to represent in Oregon other than a 
sound company. I am determined that 
the citizens of Oregon and their insuyr- 
ance agents, through their insurance de- 
partment, shall definitely know the con- 
ditions of the companies operating in 
this state.” 











nature. It was reconditioned and re- 
vamped under the supervision of Cap- 
tain Clark. Its appointments and facili- 
ties are modern and inviting. 
Probably the most interesting feature 
of the business sessions was the result 
of the questionnaire that Mr. Preston 
sent to the members of the $100,000 
Club involving some 1,000 sales in 
which he desired to ascertain how this 
business was produced and how pros- 
pects became customers or prospective 
customers. It was found, for example, 
that 50 percent of the cases were closed 
on the first interview. Some wrote a 
much larger percentage on the first in- 
terview and others evidently relied very 
much on more careful cultivation. 
Then again Mr. Preston desired to 
ascertain how long the agents had 
known the people that they wrote. It 
was found that the majority of the 
policyholders, some 50 percent or more, 
were known to the agent over three 
years. Therefore, it was evident that 
the business to be written in 1941 would 
depend very largely on the contacts 
made in 1938. Hence it was highly de- 
sirable to accumulate as much informa- 
tion as possible about these acquaint- 
ances and friends as the days go by. It 
was also felt that probably an agent 
would make a very determined effort to 
close on the first or second interview 
but the prospect would not be ready but 
could be closed in two or three years. 


Individual Experiences 


It was interesting to know, for in- 
stance, that Mr. Levinkind did not close 
any cases on the first interview. In fact, 
80 percent of his business required three 
interviews or more. His business showed 
that 24 percent of the policyholders 
came from people that he had known 
less than a year. In contrast, Vera V. 
Campbell of New Recovery, O., who 
does a large business among farmers, 
closed 98 percent of her cases on the 
first interview and 97 percent of them 
she had known less than a year. The 
latter fact is probably due to her not 
locating in Ohio until a little over a 
year ago. 

The average policy in the group was 
$3,245. The results showed that 39 per- 
cent of the policyholders were known 
to the agents less than a year. 


Getting Above the Average 


Mr. Preston undoubtedly desired to 
bring out these averages so that those 
that were falling below the average on 
the numerous counts could raise their 
sights and get nearer the common de- 
nominator. 

Mr. Preston stated that in reviewing 

(CONTINUED ON PAGE 22) 
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‘In Force” Figures 
Not True Measure 
of Life Business 





Premium Volume Gives 
More Realistic Picture, Con- 
tinental Men Told 


The Continental Assurance held its 
One-Two-O Club convention at the 
Edgewater Beach Hotel, Chicago, this 
week, club sessions running two days 
and the third day being devoted to the 
management session for general agents, 
managers and supervisors and the an- 
nual meeting of the general agents and 
managers association. 

M. C. Chier, Milwaukee, as volume 
leader, is president of the club. He held 
the same rank last year and the year 


before. B. Carroll, also of Mil- 
waukee, leader in applications, is vice- 
president. 


Use of fire and casualty measuring 
sticks for life insurance would mean 
less self-kidding by the public about the 
amount of life insurance it carries, ac- 
cording to M. P. Cornelius, president 
Continental Casualty and vice-president 
Continental Assurance. Mr. Cornelius, 
pinch hitting for President Herman 
Behrens, extended a welcome to the 
One-Two-O Club members. 


Criticises “In Force” Yardstick 


“You gentlemen in the life insurance 
business always talk about business in 
force, rather than about premium, as is 
customary in connection with all other 
forms of insurance,” he pointed out. 
“Speaking in terms of insurance in 
force, you get into pretty big figures. 
Did it ever occur to you that if other forms 
of insurance used the same yardstick 
your figures would not be overwhelm- 
ing? I asked one of our actuaries to 
give me figures in terms of insurance in 
force for a medium sized casualty and 
a medium sized fire company each with 
a premium income of $10,000,000. They 
are as follows: casualty company, $3,- 
seca fire company, $2,000,000,- 

0. 

“My conclusion is, that from a casu- 
alty or fire viewpoint, the life insurance 
industry and the public as a whole are 
to a considerable extent kidding them- 
selves. There is no other form of in- 
surance which is carried in so grossly 
inadequate amounts.” 


Average Man Inconsistent 


Mentioning the inconsistency of the 
average man’s insurance program, Mr. 
Cornelius took the case of an average 
business man with $4,000 a year income. 
Recognizing the danger of a lawsuit, he 
would carry automobile liability cover- 
age with about $25,000 limits, even 
though he realized he would be insuring 
against a rather remote contingency. 
Assuming that such a man would own 
a home worth $10,000, he would as a 
matter of course carry at least $8,000 of 
fire insurance, despite the remote pos- 
sibility of a complete loss by fire. 

Yet when it comes to life insurance, 
which is not insurance against a remote 
contingency but against an inevitable 
event, he adopts an entirely different at- 
titude, Mr. Cornelius observed. Admit- 
ting that a man with a $4,000 income 
cannot afford the approximately $100,- 
000 he would need to replace his income, 
Mr. Cornelius said such a man would 
Probably not carry more than $10,000, 
which is obviously grossly inadequate 
and far out of line from the standards 
applied in insuring against other and 
ar more remote contingencies. He 
Pointed out that the sale of life insur- 
ance on anything approaching an ade- 

(CONTINUED ON LAST PAGE) 





New N. F. C. Chief 








Cc. L. BIGGS 


C. L. Biggs, supreme record keeper 
of the Maccabees, Detroit, is the new 
president of the National Fraternal 
Congress elected at the annual conven- 
tion held in Toronto. He has been very 
active in the congress, for the last year 
having been vice-president and before 
that for several years an_ energetic 
worker on the executive and other com- 
mittees. He spent his early life on a 
ranch. As a young man for some time 
he was a teacher, then studied law, was 
admitted to the bar and practiced law 
in Cleveland for a number of years as 
a member of a prominent law firm there. 

He has a background of 30 years’ 
hard work out on the firing line, learn- 
ing the problems of fraternal life insur- 





Plans Announced for 
Annual Convention 





International Claim Association 
Has Scheduled an Interesting 
Program of Events 





Most of the members of the Interna- 
tional Claim Association which will hold 
its annual meeting at White Sulphur 
Springs, W. Va., plan to arrive on Sun- 
day, Sept. 11, and engage in golf that 
day. E. D. Millea of the Equitable So- 
ciety is president and L. L. Graham of 
the Business Men’s Assurance, secre- 
tary. W. E. Hein will be chairman of 
the round table conference Monday 
afternoon. He is supervisor of claims 
of the State Mutual Life. George Mor- 
ris, superintendent of the claim depart- 
ment of the Equitable Society, will speak 

(CONTINUED ON PAGE 13) 








ance and how to grapple with them. 

Mr. Biggs became interested in fra- 
ternal work in 1895 and became identi- 
fied with the field work of the Modern 
Maccabees about 1900. He was out- 
standingly successful in the field from 
the first. After merger of the Modern 
Maccabees with the Maccabees, he be- 
came a member of its field force in 1905 
and continued in that service until 1929 
when he was elected supreme record- 
keeper. Previously he was district man- 
ager of eastern Ohio with headquarters 
in Cleveland. 

He has been active in the N. F. C. 
secretaries’ section since the 1929 meet- 
ing at Rochester, N. Y., and was its 
president in 1935-36, and a member of 
the N. F. C. executive committee from 
1935 through 1937, when he was elected 
vice-president. Mr. Biggs was chairman 
of the committee on general welfare of 
the N. F. C. last year. 
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This is a typical record, recently completed, of an invest- 


The policyholder was born August 9, 1866. He died July 
15, 1938. In 1890, on October 15, at the age of 24, he took 
a Twenty-Payment Life $3,000 policy. He paid the premiums 
for 20 years. At age 44 he possessed a piece of fully paid 
first-class life insurance property, from which he continued 
to receive a dividend each year. 

At death:—Face amount of the policy $3,000. Premiums, 
less dividends, $618.49. Return over cost, $2,381.51. 

Year by year the emergency or savings fund of this policy 
increased. Loan value, cash value, paid-up and extended 
insurance, any one available on demand,—non-forfeiture 


No form of term policy could have supplied that varied 
service. Nor is it likely that the policyholder would or could 
‘invested the difference” 


years, to produce figures of investment returns equal to those 


This was a storm-proof House of Protection—not a tem- 
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THE PENN MUTUAL LIFE INSURANCE Co. 
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U.S. Probers Soon 
to Subpoena 
Insurers’ Records 


Will Announce Dates of 
Hearings, Names of Wit- 
nesses Next Month 





WASHINGTON — Records, books 
and correspondence of insurance com- 
panies are expected to be demanded 
early next month by the administration 
monopoly committee, it was learned in 
Washington this week. 

Insurance companies, it was said, 
would be among the first groups to 
which subpoenas would be issued, call- 
ing upon them to submit information 
sought by the field investigators of the 
government agencies represented on the 
committee. 

Following the call for records, sub- 
poenas will be issued requiring the at- 
tendance of executives of various com- 
panies at the hearings which the com- 
mittee will open, probably some time 
next month, it was said by Leon Hen- 
derson, executive secretary. 

Mr. Henderson said that no difficulty 

had been encountered in securing infor- 
mation form any business concern ap- 
proached but the subpoenas would be 
issued to make it formal. — 
_ No information will be divulged which 
is secured from company records, but 
the names of officials who are to be 
called as witnesses will probably be an- 
nounced after the committee meets next 
month to fix dates for its hearings. 


BINKLEY TO TREAT ISSUE 


L. F. Binkley of the Chicago law firm 
of Ekern & Meyers, at the meeting of 
the Chicago Life Insurance Lawyers 
Club, Sept. 13, will give a paper on the 
statutes which may be involved in the 
federal anti-monopoly investigation of 
insurance companies. 

P. G. Annes will give a review of cur- 
rent decisions and R. F. Baird, general 
counsel Lincoln National Life, will tell 
the story of an interesting claim. 





Non-resident Can’t Sue 
Foreign Insurer in Arkansas 
Over Agency Contract Issue 





The Arkansas supreme court has af- 
firmed the action of the trial court in 
dismissing an action brought against 
Washington National for alleged breach 
of two general agency contracts (one 
for life and one for A. & H.). The case 
was Grovey vs. Washington National 
of Illinois. Grovey, a resident of IIli- 
nois, ‘had general agency contracts with 
Washington National covering Missouri, 
Kansas, Oklahoma, Texas and such por- 
tions of Arkansas in which Washington 
National was willing to accept risks. 

Grovey undertook to maintain the 
action in Arkansas on the ground that 
the general agency contracts were to be 
partly performed in Arkansas. The su- 
preme court observed, however, that the 
statute relating to service on foreign 
insurers was enacted primarily to give 
the courts of Arkansas jurisdiction in 
respect to contracts made and business 
done within the state or necessarily in- 
cident thereto. The Grovey contracts 
were not made in Arkansas nor do they 
relate to business done within Arkansas 
and it cannot be said that they are neces- 
sarily incident thereto. There was no 
property and no person in Arkansas af- 
fected by the contracts. They were not 
insurance contracts, but agency con- 
tracts and they do not arise out of any 
business done in Arkansas. 
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Canada Insurance 
Superintendents in 
Annual Conference 


President Fisher Says Gov- 
ernment Rating Bureaus 
Should Be Last Resort 


VICTORIA, B. C.—Establishment of 
government rating bureaus should come 
only as last resort, “but there should be 
some form of supervision in order that 
solvency of companies may be main- 
tained,” declared President Arthur E. 
Fisher at the annual conference of the 
Superintendents of Insurance of Can- 
ada. Mr. Fisher is superintendent for 
Saskatchewan. 

“As there are no anti-discriminatory 
laws in Canada a form of state super- 
vision of rates will follow if effective 
action is not taken by companies,” said 
Mr. Fisher. : 

In Saskatchewan, badly hit by drought 
and depression, “the proud record ot in- 
surance companies there remains un- 
dimmed,” said Mr. Fisher. Life com- 
panies have contributed their share in 
rehabilitation of drought areas, volun- 
tarily writing off large amounts of farm 
debt. 


Earle Gives Talk 7° 


IW i 

Speaking on state vs. federal super- 
vision of insurance companies, Com- 
missioner Earle of Oregon said insur- 
ance should not be interpreted as in- 
terstate commerce. Insurance is a simple 
contract against loss and is not to be 
bartered or shipped from one place to 
another for sale. The primary object of 
any form of supervision is to guarantee 
solvency of companies, regulate pro- 
visions of contracts, prohibit discrimina- 
tory rates and to secure prompt and 
just determination of claims. Most in- 
surance companies are managed by men 
of high ideals and vision. 

About 90 insurance officials, company 
and agency men from all parts of Can- 
ada and a few from the United States 
are in attendance. 


Suggests Renewal Wording 


The committee on accident and sick- 
ness insurance legislation recommended 
a change in the wording for the statu- 
tory provisions governing renewal re- 
ceipts. It also recommended that in the 
case of issuance of accident tickets 
through transportation companies and 
also in policies sold by newspaper 
coupons, there be printed on the policy 
in conspicuous type, “This policy is 
issued subject to the statutory condi- 
tions respecting contracts of accident in- 
surance” so that it will not be necessary 
to print the statutory conditions on the 
policy itself. Recommendations were also 
made to permit the sale of accident 
ticket contracts by ticket agents or others 
employed in a transportation office. 


No Changes in S-5 Blank 


The blanks committee reported that 
no major changes are contemplated in 
the blank which covers insurance other 
than life. The blank for reciprocal ex- 
changes, newly adopted last year, has 
been criticized by the reciprocals as con- 
taining needless information and involv- 
ing undue work in preparation. The 
committee reached no definite conclu- 
sion as to how far it will go in altering 
the blank to meet these criticisms. 

Superintendent Lafrance of Quebec, 
as chairman of the committee on valua- 
tion of securities, reported that toward 
the latter part of December the com- 
mittee will recommend for adoption a 
basis of valuation which it is anticipated 
will conform closely to what will be 
adopted by the National Association of 








Leaders in N. F. C. Activities 





A. R. COLVIN 


WALTER C. BELOW 


Two most progressive leaders in the National Fraternal Congress who ren- 


dered reports at the annual 


meeting in Toronto this week were A. R. Colvin, 


field director Fidelity Life, Fulton, 11L, and Walter C. Below, president of that 
society. Mr. Colvin presided as president at the annual meeting of the Fraternal 
Field Managers Association held in Toronto Sunday. Mr. Below has been secre- 
tary of the N. F. C. Presidents Section, and in the opinion of many fraternalists 
is marked for higher honors in that organization. 








Insurance Commissioners of the United 
States. 

The committee on licensing and regu- 
lation of agents, consisting of Superin- 
tendents Lafrance of Quebec and Mac- 
Latchy of New Brunswick, recom- 
mended that in centers of 10,000 popu- 
lation and over no part-time agents be 
licensed except for a _ probationary 
period not exceeding one year. It also 
recommended that the conference go on 
record against granting a license to any 
person in a position to coerce or influ- 
ence business by reason of occupation, 
for example, foremen and the like, or 
who by reason of occupation can obtain 
information regarding the financial posi- 
tion of residents of the district which is 
not available to the general public, or 
anyone who by reason of occupation is 
unable to give time and service to the 
public throughout the year. 

The committee also urged that the ap- 
pointment of desirable full-time agents 
be preferred and that any part time 
agent should be of a type who will 
actively canvass for business in the field 
and provide service to the public. It 
further recommended that an insurance 
office employe who now holds a license 
should, on applying for renewal, sign an 
agreement to become a full time agent 
not later than Jan. 1, 1940. In the case 
of a new applicant, companies should be 
asked not to recommend for a license 
any employe who in their opinion does 
not intend to devote his full time to 
selling insurance or head office agency 
field work and that where a license is 
granted to such an employe it should 
be for a probationary period of not more 
than two years. 


Against Evasion via Wives 


The committee recommended against 
the granting of licenses to married 
women where for any reason the hus- 
band is ineligible to receive a license in 
his own name by reason of any rule or 
regulation of the insurance department. 

It was recommended that resident 
restrictions insofar as licensing is con- 
cerned be done away with and that in 
determining the license fee for non- 
resident agents, the non-resident agent 
be required to pay the license fee 
of the province where he desires 
to transact business unless the prov- 
ince where he is licensed charged agents 
from the province where he desires 
to transact business a _ higher fee. 





In such event, the agent would have to 
pay the higher fee. 

The committee on licensing and regu- 
lation of agents also recommended that 
in the case of life agents the conference 
go on record as opposing the practice of 
accepting notes made payable to the 
agents in payment of premiums or any 
part thereof, and that companies be 
asked to prohibit their agents from tak- 
ing notes for premiums and require that 
any such note be made payable to the 
company. 

The report of the life insurance leg- 
islation committee dealt with group life 
insurance and with payment of suicide 
claims. In connection with group, the 
committee recommended an omnibus 
provision that for the purpose of en- 
abling the insured and his beneficiary 
to protect and enforce their rights, the 
expressions “declaration” and “contract” 
shall be construed to apply to a cer- 
tificate and a certificate shall be deemed 
to be a contract. 

In conection with suicides, the com- 
mittee recommended a statutory provi- 
sion to insure the right of life com- 
panies to pay death claims on suicides 
after the expiration of the specified pe- 
riod from date of issuance. It is feared 
that otherwise courts may follow pre- 
cedent prohibiting such payments, on 
the theory that neither the insured nor 
his beneficiary should benefit from a 
criminal act. 


Life Topics Discussed 


Various phases of group life insur- 
ance, the question of paying claims on 
suicides, vested life renewals, agency 
turnover, elimination of part time agents 
and advisory boards for provincial su- 
perintendents were discussed. 

In the group life discussion there was 
a difference of opinion as to the neces- 
sity for regulation to protect the assured. 
One superintendent said he could see no 
reason for a superintendent attempting 
to control this form of insurance until 
some injury to the public has been 
shown. One speaker thought such mat- 
ters as selection and workers’ rights in 
a policy after they. leave employment 
should be watched by the superintend- 
ents. The feeling generally was that 
companies are cleaning their own house. 
Strong opposition to vested life renewals 


‘was shown. 


One speaker, a company man, ex- 
pressed himself unequivocally against 





Those Not in N. Y. 
Will Stick to 6% 
Policy Loan Rate 


Will Shift to 5% if Com. 
petition Necessitates 
Legislatures Act 


It seems likely that most of the life 
companies not operating in New York 
will take no action as to reducing the 
rate on policy loans from 6 to 5 percent 
until they are able to study the com. 
petitive angle. This will not become 
evident until sometime after the first of 
the year. If it is found that competi- 
tion is very great and business is being 
affected then undoubtedly policy loan 
interest rates will be reduced. Not. 
withstanding this most officials feel that 
the 6 percent rate is justified because 
of the expense of handling a large nun- 
ber of small items particularly small 
loans. Loans inevitably lead to lapses, 
This means more expense to replace 
lapsed business. Of course if com- 
panies are obliged to go to the 5 per. 
cent rate there will be a change in 
settlement options to a lower guaranteed 
interest basis, probably 2% percent. 

Some of the officials that have given 
the matter considerable thought say that 
if the companies that do a big bulk of 
the business provide a 5 percent policy 
loan interest basis then other companies 
eventually will be obliged to get on that 
foundation. Pressure from the purchas- 
ers of insurance will undoubtedly have 
quite an effect. 


Watch Legislative Attitude 


A few of the actuaries contend that 
if most of the companies not licensed 
in New York stick to the 6 percent rate 
then the policy loan interest rate will 
not be a serious factor in competition. 
They point out that a company with a5 
percent rate will have a higher net cost 
than a similar and equally well man- 
aged 6 percent company. The general 
impression prevails that the companies 
outside of New York will lie low for the 
time being. In the long run the 5 per- 
cent rate may prevail but seemingly the 
outsiders want to watch the wheels go 
around for a while. 

One factor that may prevail is the 
legislative movement. Inasmuch as 
New York has passed this interest on 
policy loan law there is likely to be 

(CONTINUED ON PAGE 9) 








paying claims on suicides in view of sui- 
cide being a crime, but the general feel- 
ing seemed to be the other way, espect- 
ally as the discussion developed that 
such claims are not and would not be, 
regardless of law, a factor in fixing pre- 
miums, 


Pink Gives Instructions 
on Valuation of Securities 


NEW YORK—As chairman of the 
committee on valuation of securities of 
the National Association of Insurance 
Commissioners, Superintendent Pink of 
New York advises that valuations this 
year will be prepared by Moody’s In- 
vestors’ Service. He urges insurers to 
send to Moody’s within the next few 
days lists of bonds and stocks acquired 
thus far in 1938, excluding issues appear- 
ing in last year’s book. Lists of se 
curities that may be purchased during 
the remainder of the year should be re 
ported monthly. It is requested that 4 
record be made of bonds of states, Ca- 
nadian provinces or political subdivisions 
of each that are in default, either as to 
principal or interest. 
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Life Sales Off 22 Percent 
for July and for 7 Months 





Sales Research Bureau Compiles 
Figures for the Various Sections 
of the Country 





New ordinary life insurance (exclus- 
ve of group) amounting to over 3% 
pillion dollars has been placed in force 
in the United States during, the first 
seven months of the year, according to 
figures just released by the Life Insur- 
ance Sales Research Bureau. This 
amount represents a decrease of 22 per- 
cent compared with sales for the first 
seven months of 1937. For the month 
of July sales were also off 22 percent. 
In three states only are sales ahead of 
last year—Nevada, North Dakota and 
South Dakota. In Texas, July sales ex- 
ceeded those of July, 1937, bringing the 
year to date record for that state up to 
within 2 points of last year. 


Average Policy Slightly Larger 


A study of the average size of new 
policy indicates that despite the drop 
in aggregate sales, the average amount 
purchased has increased slightly follow- 
ing a trend which has been upward since 
1934, The largest average policy is sold 
in the District of Columbia, with New 
York second, and Maryland and Dela- 
ware third and fourth respectively. 

Sales by sections for the month and 
the year to date are given below. These 
data are based on the contributions of 
54 companies raised to represent total 
sales of all comnanies operating in the 
United States. 


July, 1938 Year to Date 


Ratios Ratios 
1938 1938 
Sales to Sales to 
Vol.in 1937 Vol.in 1937 
$1,000 Pct. $1,000 Pct. 
U. S. total..$457,224 78 $3,501,117 78 
Sections: 
New Eng. 795 75 254,377 72 
Mid. Atl.. 118,748 75 962,105 74 
E. No. Cen »159 75 756,066 74 
W. No.Cent. 51,227 86 365,092 88 
So. Atl.... 2,860 78 328,867 81 
E. So. Cent. 17,586 72 142,804 83 
W. So. Cent. 41,694 94 296,155 94 
Mountain .. 13,990 84 100,267 87 
Pacific ..... 40,165 81 295,384 85 








NEWS OF WEEK 


Annual meeting of the National Fra- 
ternal Congress is held this week at 
Toronto. Pagel 

* * * 


American Life Convention announces 
tentative plans for annual meeting. 
Pagel 
* * * 


_ Aetna Life central regional convention 

is held for three days in French Lick 

Springs, Ind. Pagel 
* * * 


Annual agency convention of the 
Columbus Mutual Life was held on board 
the “Alabama” on a Great Lakes cruise. 





Page 2 

* * * 
Canadian’ insurance superintendents 
hold annual conference in Victoria, B.C. 
Page 4 

* * * 


Program is announced for the annual 
meeting of the International Claim As- 
sociation. Page 3 

* * 


Steps to be pursued in presenting fed- 
eral insurance investigation are an- 
nounced. Page 3 

* *K 


_ Western & Southern Life is celebrat- 
Ing its 50th jubilee. Page 5 


* *K * 


Equitable Society makes C. W. Streeter 
manager at St. Paul, and C. W. Poole 
agency manager for South Dakota. 

Page 9 
*x* *K * 


? Life insurance sales are down 22 per- 
ent, Research Bureau reports. Page5 
* * * 


wat, companies that are not licensed 
= ew York intend to continue 6 per- 

nt policy loan interest rate unless 5 
Percent rate has a competitive appeal. 
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Western & Southern Life 
Golden Jubilee Celebrated 





President C. F. Williams Has 
Served the Company During 
Entire Period 





CINCINNATI Approximately 400 
fieldmen are attending the Western & 
Southern’s golden jubilee celebration 
here. A feature of the celebration is 








CHARLES F. WILLIAMS 


that it also marks the 50th anniversary 
of President C. F. Williams with the 
company. It comes as a climax to a 
highly successful ordinary production 
campaign, in which emphasis was placed 
on selling the larger size policies. 

Organized in April, 1888, the Western 
& Southern now has about $170,000,000 
assets and $870,000,000 business in force. 
It is the fourth largest company writing 
industrial and has a handsome and well 
equipped home office plant in Cincin- 
nati. The first industrial issue was May 
7, 1888, and the first ordinary issue Nov. 
25, 1901. The company has devoted in- 
creasing attention to its ordinary de- 
partment the past several years and 
there is about $300,000,000 ordinary 
business in force at the present time. 

Mr. Williams has served the company 
continuously since its organization. He 
was elected vice-president and general 
counsel in 1910, and _ succeeded his 
brother, the late W. J. Williams, at his 
death in 1931, as president. He has de- 
voted much of his time to problems of 
the field and home office employes. On 
Jan. 1 this year the company contributed 
$1,400,000 to give immediate effect to an 
employe pension plan. 


Illincis Bankers Life 


Program for Convention 





The program is announced for the 
Leaders Club convention of the Illinois 
Bankers Life to be held at the Edge- 
water Beach Hotel, Chicago, Aug. 29-31. 
W. A. Wiessing of Illinois is president 
and Ray Fogg, vice-president of the life 
department. Mr. Wiessing is also vice- 
president of the accident department and 
a similar office is held by Stanley V. 
Hopp of Ohio. The business sessions 
wlil start the morning of Aug. 29 with 
Vice-president Karl B. Korrady in 
charge. The welcome will be given by 
Vice-president E. H. Henning. The 
banquet will be held the same evening 
with Mr. Korrady as toastmaster. Gen- 
eral Counsel Hugh T. Martin will pre- 
sent the prizes. O. F. Davis, assistant 
director of agencies and manager of the 
accident and health department, will 
preside the morning of the second dav 
when a number of general agents will 
speak. Mr. Korrady will preside the 
morning of the third day when general 
agents and home office men will be on 
the program. 








A SERVICE 
BEYOND 


THE ConTRACT— 


(In which every-day National 
service draws praise in an 
examiner’s report. ) 


Representatives of six states recently 


completed examination of this Company. 


Following is a quotation from their report: 


“A thorough inspection was made of 
the claim files and it was ascertained that 


the company pays all just claims promptly 


and deals fairly with its policyholders and 


their beneficiaries. 


It appears that the 


management of the Company has placed 


special emphasis on the prompt payment 


of claims. 


“The Field Force has also been in- 
structed to make special efforts to search 
out death claims under lapsed policies by 
endeavoring to locate all such policies and 
ascertaining whether or not under the 
Paid-Up or Extended Insurance clause any 


sum is due. 


“This policy of the management is 


highly commendable and from a review of 


the claim record, it appears that this has 


actually been put into effect and that great 


care is taken to see that it is followed 


throughout the field.” 
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Fraternal Field Managers 
Adopt Code of Ethics 


Discussions at Toronto Meeting 
Indicate Great Advancement 
Made in Methods 


TORONTO—A code of ethics and 
business practices was adopted by the 
Fraternal Field Managers Association at 
its meeting here preceding the annual 
meeting of the National Fraternal Con- 
gress. It was presented by N. J. Wil- 
liams, vice-president Equitable Keserve, 
Neenah, Wis., chairman of the special 
committee which drafted it and first 
president of the field managers. The 
code is: 

“Object—The promotion of higher 
business, ethical and efficiency standards 
in the field departments of the fraternal 
life insurance societies in America. 


Ideals Are Outlined 


“TIdeals—The fraternal field worker 
should always seek to be: (1) A re- 
spected and active citizen of his com- 
munity; (2) a well informed represen- 
tative of fraternal life insurance; (3) 
an enthusiastic supporter of the plan 
of fraternal life insurance; (4) a person 
sufficiently informed to properly advise 
his clients; (5) a promoter of social func- 
tions and lodge activities; (6) an ag- 
gressive, honest and willing worker. 

“Ethics—The fraternal field worker 
should acknowledge that it is his re- 
sponsibility to: (1) Honor his business 
and hold it in high esteem; (2) deal 
honorably with all colleagues and com- 
petitors; (3) be loyal at all times to 
the society he represents; (4) strive in 
every case to serve the best interests of 
his clients; (5) present all facts accu- 
rately when assisting his client in mak- 
ing a decision; (6) submit only such 
applications as he believes conform 
to the requirements of his society.” 


Mrs. Talley in Greeting 


Daylight saving in the United States 
and Toronto confused some members 
of the Field Managers Association, so 
attendance at the first session Sunday 
was slim. Chairman A. R. Colvin, 
Fidelity Life, Fulton, Ill., introduced 
Mrs. Dora Alexander Talley, N. F. C. 
president, who extended greetings. The 
field managers, she said, have more to 
do with determining the character of 
membership than any others, through 
their selection of field workers. She 
complimented the managers on their 
modern method of selecting and training 
representatives. Great progress in this 
line has been made, she said. 

C. L. Biggs, Maccabees, vice-presi- 
dent, said the managers association gives 
greater promise of advancement in fra- 
ternalism, perhaps, than any other. 

Cooperation between home office and 
field staff is of paramount importance, 
J. E. Little, actuary and field director 
Maccabees, declared in an _ address. 
Home office clerks feel their work is 
more important and rules must be ob- 
served undeviatingly, while field work- 
ers believe the society depends more 
upon them, and that the rules, being 
man-made, easily can be broken. Tol- 
erance and understanding must be de- 
veloped, Mr. Little said. Tact in com- 


munications to field workers should be 


employed. 
Tells Maccabees’ Method 


In the Maccabees, he said, home of- 
fice clerks are regarded as part-time 
field workers. Field men are encour- 
aged to visit the home office. They are 
recognized to be grown men capable 
of learning and understanding the nec- 
essary rules and home office procedure. 

The Maccabees, he said, analyzes 
policy issue for promptness in order to 
minimize cases of field men’s dissatis- 
faction. This is a time study which 
shows where delay occurs and the rea- 

(CONTINUED ON PAGE 20) 











Jottings of Fraternalists 


at N. F. C. Toronto Rally 


P. F. Gilroy, head of the Woodmen 
of the World, Denver, and several offi- 
cials of that society, attended the Na- 
tional Fraternal Congress annual meeting 
in Toronto this week, then planned to 
go on a cruise across Lake Ontario, to 
the Thousand Islands, Murray Bay and 
return. In the party also were T. W. 
Midkiff. of Great Falls, Mont., and his 
wife; L. R. Beam of Boulder, Colo., and 
Mrs. Kate K. Miller of Denver, assist- 
ant editor of “Pacific Woodmen,” of 
which Mr. Gilroy is editor. Messrs. 
Midkiff and Beam are directors. 

* *k * 

W. F. Traub, head of the Royal League, 
Chicago, was in charge of registrations 
at the meeting of the Fraternal Field 
Managers Association, jealously guard- 
ing the door so that none could enter 
without signing a card. 

* * * 

Many fraternal society heads are 
keenly interested in the field managers’ 
group, seeing in it great possibilities of 
advancement in fraternalism. A number 
arrived early in Toronto for the mana- 
gers’ all-day meeting Sunday, among 
these being: A. O. Benz, Aid Association 
for Lutherans; P. F. Gilroy; Bradley C. 
Marks, Fargo, A. O. U. W. of North Da- 
kota; S. H. Hadley, Protected Home 
Circle, past president N. F. C.; Dora 
Alexander Talley, Woodmen Circle, 
Omaha, president N. F. C.; grand censor 
F, X. Swietlik, Polish National Alliance, 
Chicago; T. H. Cannon, I. O. O. F., Chi- 
cago; S. A. Oscar, secretary, National 
Mutual Benefit, Madison, Wis.; Walter 
Cc. Below, Fidelity Life, Fulton, IIL; 
Grace W. McCurdy, Royal Neighbors, 
Rock Island, Ill.; Harry J. Green, Home- 
steaders, Des Moines; Frances Buell 
Olson, Degree of Honor Protective, St. 
Paul; Herbert P. Orr, Gleaner Life, De- 
troit; Frank E. Hand, Independent 
Order of Foresters, Toronto; Gabriella 
E. Vavrek, Ladies Pennsylvania Slovak 
Roman & Greek Catholic Union, Wilkes- 
Barre, Pa.; E. W. Thompson, Maccabees, 
Detroit; Joseph L. Kania, Polish Roman 
Catholic Union, Chicago; Mrs. H. B. Wo- 
lowska, Polish Women’s Alliance, Chi- 
cago, and Mrs. Anna R. Downs, Women’s 
Catholic Order of Foresters, Chicago. 

* ok 

Cc. D. DeBarry, of C. D. DeBarry & Co., 
Chicago, service firm which has con- 
verted many fraternals to an adequate 
rate basis, was a visitor. 

*x* * * 

Dr. Wallace K. Harrison, medical di- 
rector Royal League, Chicago, regular 
attendant at N. F. C. meetings for many 
years, was not present at Toronto. He 
attained his 90th birthday Aug. 11, the 
event being honored by a special cam- 
paign that produced 411 applications. He 
has served the Royal League 51 years, 
for 50 years as medical director. 

*x* * * 

Twenty-five or more women frater- 
nalists attended the field managers’ 
meeting, indicating their recognition of 
the need for learning modern selling 
methods. , 





* *K * 

Mrs. Mary Baird, Woman’s Benefit, 
secretary-treasurer of the Press Section, 
was in charge of an exhibit of fraternal 
society publications and a large file of 
press clippings collected by the N. F. C. 
relating to the Fraternal Day celebra- 
tion this year. 

* * * 

George Musgrave, who played the ac- 
companiment for the singing of the 
British national anthem at the opening 
of the presidents’ section, did so while 
standing. 

* Ok Ok 

De E. Bradshaw, president Woodmen 
of the World, Omaha, who rarely misses 
an N. F. C. meeting, was absent on ac- 
count of illness, but is reported to be 
much improved. 

*K Kk * 

0. E. Aleshire, president Modern Wood- 
men, and Foster Furrell, N. F. C. secre- 
tary-manager, competed for the designa- 
tion of best dressed man, but Mr. Ale- 
shire stole a march and brought more 
suits. 

*x* * * 

Mrs. Talley spoke over a Toronto radio 
station Sunday night, being introduced 
by Frank Hand, head of the I. O. O. F., 
Toronto. She mentioned the trip to the 
I. O. O. F. orphan children’s home near 
Oakville which all the visitors were to 
make as guests of Mr. Hand’s society. 
She explained the fraternals give pro- 
tection not only against death, but incul- 
cate patriotism and obedience to laws; 





Speakers Assigned for the 
the Advertising Meeting 


Members of the Organization 
Will Make Up the Program for 
Sept. 12-13 


A symposium of informative discus- 
sions will comprise the program ar- 
ranged for fire and casualty representa- 
tives attending the annual convention of 
the Insurance Advertising Conference, 
at the Oyster Harbors Club, Osterville, 
Mass., on Sept. 12-13. Among the 
speakers are the following, all members, 
c Palmer, North America, “The 
Evolution of a National Advertising 
Program;” D. C. Gibson, Maryland Cas- 
ualty, “So, You Are Going to Select an 
Advertising Agency;” R. W. Bugli, 
London Assurance, “Merchandising Ad- 
vertising to Local Agents;” A. D. 
Grose, Employers Liability Group, “Na- 
tional Advertising and the Local 
Agent;” H. E. Taylor, American, “Ad- 
vertising With an Objective;” E. E. 
Vogt, Millers National, “Increasing the 
Effectiveness of Trade Paper Advertis- 
ing by Direct-by-Mail;” C. J. Fitzpat- 
rick, U. S. Fidelity & Guaranty, “Even 
Agents Prefer to Read the Menu Card 
Before They Order;” C. W. Smitheman, 
Camden Fire, “Getting Agents to 
Work with You on Specific Campaigns;” 
W. L. Lewis, Agricultural, “The. Ad- 
vertising Department and Fire Preven- 
tion Work;”’ J. W. Mason, National 
Fire, “A Good Camera Has a Place in 
the Advertising Department;’ W. J. 
Traynor, North British & Mercantile, 
“The Merchandising of Calendars;’ S. 
F. Withe, Aetna Casualty & Surety, 
“Educational Motion Pictures—a Ready 
Made Public Relations Campaign for 
the Local Agent,” and John Ashmead, 
Phoenix of Hartford, “Radio Tech- 
nique.” 

The program was arranged by C. J. 
Fitzpatrick who will preside at Tues- 
day’s group session while the chairman 
for the Monday group meeting is Mr. 
Gibson. 


Midland Mutual Experience 


In a recent issue of THE NATIONAL 
UNDERWRITER there appeared an article 
concerning the growth of funds left with 
life companies, at interest. 

J. Chas. Rietz, vice president and 
actuary, of Midland Mutual Life, gives 
the experience of his company. In 1923, 
not a dollar was left by beneficiaries or 
policyholders with the company, and at 
the end of that year there were only 
$15,545 left with the company at interest 
by beneficiaries and policyholders. 

In 1937, $323,312 were left with the 
company by policyholders and bene- 
ficiaries, and at the end of last year, 
$1,542,957 of such funds not involving 
life contingencies were held by the com- 
pany. The total of such funds increased 
1000 percent in 15 years. 








care for aged, orphans, the sick. True 
fraternalism, she said, stands for truth 
and staunch friendship. 

*x* * * 
the third convention in 
Canada, others being at Toronto in 
1895 and at Montreal in 1906. The or- 
ganization meeting was in Washington, 
D. C., in 1886. 


This was 


ok *K Ok 


Ladies were guests of the Independent 
Order of Foresters at a function in the 
Royal Canadian Yacht Club, Mrs. F. E. 
Hand being hostess. 

* ok OK 

Mrs. Helen Bauer, secretary to Foster 
F. Farrell, secretary-manager of the 
N. F. C., plans a motor-tour with her 
husband and sister-in-law to Montreal, 
Quebec, down through the New England 
states, New York and return to Chi- 
cago at conclusion of the convention. 
She will be met in Toronto by the others. 


Life of Virginia in A. L. C. 

The Life of Virginia has been elected 
a member of the American Life Con- 
vention. B. H. Walker is president. 








Veteran Executive of 
Kansas City Life Dies 











ED. S. VILLMOARE 


Ed. S. Villmoare, 73, vice-president 
and director of the Kansas City Life, 
died at Colorado Springs, where he had 
gone two weeks ago. He had been inill 
health, suffering from a heart ailment, 
for three years. 

His connection with the Kansas City 
Life dated from 1908, when he becamea 
member of the sales organization work- 
ing out of the home office. On account 
of his unusual ability as a salesman, he 
advanced to the position of sales mana- 
ger and was made vice-president in 1918. 

His son, Ed. S. Villmoare, Jr., is sec- 
retary to Senator Bennett Clark. Dallas 
R. Alderman personnel director at the 
home office is a son-in-law. 

Mr. Villmoare was prominent nation- 
ally in Democratic politics, although he 
never ran for office himself. He was 
credited with inducing Governor A. M. 
Dockery to run for office in 1900. An 
intimate friend of James A. Reed, former 
U. S. Senator, he served as treasurer of 
the Reed-for-president club in 1928. He 
also is credited with persuading Senator 
Clark to run for U. S. Senator in 1932, 
and he managed Clark’s campaign. Sen- 
ator Clark cut short a vacation in Minne- 
sota to attend the funeral services 
Wednesday. 


Mutual Trust Meeting 


The central division regional | con- 
vention held by Mutual Trust Life at 
Grand Beach, Mich., this week was at- 
tended by 65 members of the Illinois, 
Ohio, and southern Michigan field force. 
Business sessions were held in_ the 
mornings; the afternoons and evenings 
were devoted to recreation. The annua 
golf tournament was held and Cliff Carl- 
son of Rockford led the field. 

President E. A. Olson attended the 
banquet and was the principal speaker. 
Vice-president A. B. Slattengren, i 
charge of the convention, was toastmas- 
ter and on this occasion the production 
leaders of the central division were given 
special honors. Mr. Slattengren also 
distributed service pins to the following 
veterans: Thirty years: C. H. Ander- 
son and Dave Anderson; twenty years: 
M. O. Solberg; fifteen years, 1. ™ 
Lunoe, H. J. Nelson and Harold Rapa 
lee; ten years: H. E. Beckman, M. >. 
Lunoe, and H. J. Sundberg; five years: 
C. S. Benson, C. P. Carlson, C. S. Geary, 
D. L. Geary, Lawrence McDonough, 
Fred G. Schnieders, Earl Wall and T. 
F, Waller. 


Manhattan Meets Sept. 29 


The Manhattan Life will hold its col 
vention at the Edgewater Beach <= 
Chicago, beginning Sept. 29. The arab 
fication period for the Manhattan — 
and the Halsey cup contest close 
Aug. 31. 
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Fraternals to Meet Challenge of Day 
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yision to make this work even more ef- 
fective was made at the meeting. Em- 
phasis on heightened lodge and welfare 
work in the last two years has borne 
fruit. The fraternals are prepared now 
to battle for a place in the sun predi- 
cated on their discharging necessary 
functions not covered by other insti- 


tutions. 
Sales Methods Modernized 


Finally, obsolete field methods devel- 
oped in the last 70 years are being 
junked or revised. Most modern life in- 
surance selling plans are being adopted, 
based on careful field selection and 
training, sound ethics and thorough or- 
ganization. The society heads recognize 
now that the old days are gone forever. 
Fraternal insurance is competing for the 
public dollar against thousands of at- 
tractive commodities and services. To 
hold its place, the institution must meet 
all the tests. 

Most societies now are financially 
sound, ably managed. They have mod- 
ern certificates on an adequate rate 
basis. In addition to sound life insur- 
ance protection, they offer to the public 
many beneficial services that are unique 
with the societies. This is the story that 
fraternal insurance will carry  ener- 
getically to the people in the years to 
come. 


Benz Heads Presidents 


A. O. Benz, president Aid Association 
for Lutherans, Appleton, Wis., was 
elected president of the Presidents Sec- 
tion, succeeding E. W. Thompson, head 
of the Maccabees, Detroit, who presided. 
The other new officers are: first vice- 
president, F. E. Hand, head of the 
I, O. O. F., Toronto; second vice-presi- 
dent, O. E. Aleshire, head of the Mod- 
ern Woodmen, Rock Island, IIll., and 


W. C. Below, president Fidelity Life, 
Fulton, Ill, was reelected secretary- 
treasurer. The new officers were in- 


= by Mrs. Talley, N. F. C. presi- 
ent. 

_ Mr. Benz is one of the most modern 
fraternal chieftains, with a successful ex- 
perience of general business before en- 
tering the Aid Association ranks in 1911 
as a member of the board. Prior to that 
he was general manager and treasurer 
of the Glasow-Tubbs Co., wholesale gro- 
cers of Fond du Lac, Wis. He had been 
also a school teacher in Milwaukee and 
Fond du Lac. 

He became vice-president in charge of 
sales and the claim department in 1929, 
and has been president since 1934. He 
has been on the N. F. C. executive com- 
mittee for two years and active on com- 
mittees for a number of years. Mr. 
Benz also is active in civic work at Ap- 
pleton, being vice-president of the 
chamber of commerce and slated for 
president. He retains his interest in 
general business, being a member of the 
National Retail Credit Men’s Associa- 
tion and American Wholesale Grocers 
Association. 


Section Takes Two Steps 


Two steps were taken by the Presi- 
dents Section, resolutions being adopted 
to have a slate hereafter selected by a 
nominating committee, and also instruct- 
ing the incoming president each year to 
call on heads of the other N. F.C. sec- 
tions for program selections. The latter 
move is with the idea that the Presidents 
Section program should be a cross sec- 
tion of current problems in all the 
branches. 

Mrs. Dora Alexander Talley com- 
mented on the close cooperation between 
society presidents now observable. This 
is effecting great good, she said. Frank 
E. Hand, I. O. O. F., extended welcome. 
Reminiscing about the N. F. C., he com- 
mented that 43 years ago the I. O. O. F. 
wee refused admission to the N. F. C. 

€cause it had $400,000 surplus. In 


minimum cost benefits, such saving of 
funds was considered unethical. Now, 
he noted, societies publicize their assets. 
A great change in their management 
policies has come. He spoke on inter- 
national fellowship. 

Clair Jarvis, head of the Canadian 
Woodmen of the World, London, Ont., 
talked on “Different Points of View.” 
General discussion then developed the 
theme sounded by Bradley C. Marks, 
A. O. U. W., Fargo, N. D., not to throw 
over the fraternal features. There still 
is demand for these special benefits and 
services that are given by no other in- 
stitutions, he said. 

Mrs. Frances Buell Olson, Degree of 
Honor Protective, presented a resolu- 
tion, which was adopted, to call on the 
incoming Presidents Section president to 
ask for program suggestions from heads 
of the other sections. It was the feel- 
ing more worthwile discussion of current 
problems thus would be developed. 

O. E. Aleshire, president Modern Wood- 
men, addresed the group, finding much 
meat in the talk by R. M. Norrington, 
Gleaner Life, on successful field meth- 
ods. Mr. Aleshire emphasized the fra- 
ternals cannot go their way alone and 
be either successful or happy. There are 
too many apologies for the fraternal sys- 
tem, he said. Too often is it charged 
that they are not managed efficiently or 
successfully, and sometimes that they 
are not managed honestly, he said. The 
time has come for fraternal societies to 
take their proper place. 


Opposed to Streamlining 


Mr. Aleshire said he did not believe in 
streamlining the fraternals, for, he said, 
human nature is the same as always, 
and is not streamlined. 

Mrs. Olson suggested Mr. Norring- 
ton’s subject later be treated from the 
feminine angle. Women’s fraternals 
have many part-timers, necessarily. 

A splendid address on cooperation be- 
tween state congresses and the N. F. C. 
committee on statutory legislation was 
given by R. T. Wells, its chairman and 
general attorney of the Woodmen of the 
World, Omaha. His thought was that 
state congreses should not initiate leg- 
islation, but should serve as the contact 
medium with legislators and fraternal 
members who swing great weight in 
their communities. 

Mrs. Ethel Holiway of Birmingham, 
Ala., Woodmen Circle, was elected pres- 
ident of the State Congresses Section, 
succeeding G. W. Baumann, Maccabees. 





Other new officers are: vice-president, 
J. B. Baker, Detroit, Maccabees; secre- 
tary, H. Bruce Meixel, Philadelphia, Ben 
Hur Life. The new executive commit- 
tee includes Mr. Baumann, chairman; 
J. H. Foley, California, W. O. W., Den- 
ver; Mrs. Josephine A. Long, North 
Dakota, Royal Neighbors; Etta M. King, 
Virginia, Woman’s Benefit Association, 
and H. P. Goeglein, Indiana, Aid Asso- 
ciation for Lutherans. 

The State Congresses Section, only 
about a year old, this year drew repre- 
sentatives from 27 of the 35 state con- 


gresses. 
_ Dr. Harry Z. Hibshman, chief med- 
ical examiner Junior Order United 





American Mechanics, Philadelphia, was 
elected president of the Medical Asso- 
ciation, succeeding Dr. C. B. Ahlefeld, 
medical director Security Benefit, To- 
peka, Kan. Other new officers are: first 
vice-president, Dr. W. G. McLaughry, 
medical director Protected Home Circle, 
Sharon, Pa.; second vice-president, Dr. 
H. B. Kennedy, associate medical direc- 
tor, W. O. W., Omaha, and secretary- 
treasurer, Dr. T. H. Clark, Chicago, 
medical director National Union Assur- 
ance, who remains perennially in that 
post. 

The medicos had a splendid program, 
the morning session being devoted to 
illustrated discussion of pulmonary tu- 
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HIS may be your real opportunity—don’t knock. Simply 
ges to the Agency Department of the United Life and 
Accident Insurance Company for the full story about our 
combination contract—life, containing double and triple indem- 
nity, with weekly accident protection, non-cancellable and non- 


United Life and Accident Insurance Company agents increase 
their earnings selling this combination life and non-cancellable 


Do you want to increase your earnings? 
OPPORTUNITY KNOCKS—ACT NOW 


Address your letter to: 


William D. Haller, Secretary and Agency Manager 
United Life and Accident Insurance Company 
Concord, New Hampshire 
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“It Spells Top Pay 


per thousand insurance put in force,” 


Helena 


says a general agent of his standardized Western Life contract. “In check- 
ing up on the business placed since the new contract took effect, I find its 
advantage is measured in terms of hundreds of dollars additional income, 
primarily through the various bonuses for good business.” 


WESTERN LIFE 
INSURANCE COMPANY 


Montana 
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berculosis, with lantern slides, movies 
and scientific exhibits. The discussion 
was presented by Dr. Kennedy of the 
W. O. W., Omaha, and Dr. C. J. Koerth, 
medical superintendent W. O. W. me- 
morial hospital, San Antonio, Tex. 
There were also addresses on “Juvenile 
Insurance” by Dr. Hada M. Carlson, 
supreme physician Royal Neighbors, 
and on “Non-Medical Insurance” by Dr. 
J. A. Dahl, medical director A. O. U. W. 
of Minnesota. 

Vivian Watkins, editor of the “News 
Letter” of the, Royal League, Chicago, 
was elected president of the Press Sec- 
tion, succeeding Mrs. Jeanie Willard, 
Woodmen Gircle, Omaha. The business 
meeting followed a breakfast conference 
at which Mrs. Talley was principal 
guest. 





ACTUARIES’ MEETING 





Recommendations by a special com- 
mittee headed by J. E. Little, actuary 
Maccabees, relating to clarification and 
revision of the valuations and annual 
statement blanks for fraternals, designed 
to make them more modern and logical 
in arrangement, were approved by the 
Fraternal Actuarial Association. 

The committee report called for elim- 
ination in the valuation blank of the ob- 
solete “ratio of solvency.” This orig- 
inally was inserted as a “red flag” to call 
to the attention of societies any shaky 
condition and induce correction. How- 
ever, the actuaries now feel most so- 
cieties are thoroughly sound and there 
no longer is need for the solvency no- 
tation. 

There should be revision of the an- 
nual statement blank, the actuaries be- 
lieve, to take account of reinsurance 
premiums. At present, it was said, there 
is no provision for noting money re- 
ceived from reinsurance companies at 
death, etc., nor reinsurance premiums re- 
ceived. Also, many societies have sold 
real estate under contract, and there is 
no provision in the blank to show inter- 
est from such a source except in com- 
bination with other items. 

Earl H. Nicholson of Froggatt & Co., 
consulting accountants, New York, was 
elected president, succeeding Walter M. 
Curtis, Ben Hur Life. Other new off- 
cers are: Vice-president, J. D. Reeder, 
actuary Aid Association for Lutherans; 
secretary, E. H. Pakes, actuary Wood- 
men Circle, Omaha; treasurer, W. T. 
Eldridge, consulting actuary, Cam- 
bridge, Mass.; librarian, Miss Frances D. 
Partridge, secretary Woman’s Benefit; 
and editor, R. D. Taylor, consulting 
actuary, Cedar Rapids, Ia. 


Miller Heads Lawyers 


J. M. Miller, Chicago general counsel 
Woman’s Benefit, was elected president 
of the legal section, succeeding L. A. 
Knight, general attorney Royal Neigh- 
bors. Mr. Miller delivered an interest- 
ing paper on practical problems of so- 
cieties under federal and state social 
security laws. He finds great confusion 
among societies in this respect. Their 
field practices differ so widely that 
scarcely any general rule can be formu- 
lated. However, freedom of the solicitor 
from dictation by the society is a decid- 
ing factor. If any control is exerted, he 
may be subject to tax. 

Other new officers are: Vice-president, 
W. W. Kummings, general attornev Ben 
Hur Life; secretary-treasurer, R. F. Al- 
len, assistant general counsel Standard 
Life, reelected. 

Mr. Allen’s annual report covered im- 
portant legal decisions of the year. He 
noted final decisions in favor of so- 
cieties in premium tax suits in Arkansas, 
Iowa and Oklahoma, holding once and 
for all that the societies cannot legally 
be subjected to the tax for past years. 
Tax suits were dismissed with prejudice 
in Missouri and, he said, probably in time 
will be dismissed in Mississippi and New 
Mexico. 

In the first general session Mrs. Tal- 
ley in her annual report took up various 


sive policy under her direction which has 
breathed life into the N. F. C. The con- 
gres is thoroughly organized nation-wide 
through the 37 state congresses to de- 
feat inimical legislation and _ secure 
friendly laws that will permit sound 
growth and management of societies. 

Mrs. Talley emphasized. state con- 
gresses should refer action to the N. F. 
C. for approval before taking any steps. 
In this way national unity of action can 
be secured and general interests be 
guarded. 

Greetings were extended by F. E. 
Hand, I. O. O. F., Toronto; represen- 
tatives of Toronto and Ontario; Cana- 
dian Fraternal Association, by C. H. 
Fitch, president, and American Life 
Convention, by C. B. Robbins, manager 
and general counsel. C. L. Biggs, re- 
corder Maccabees, N. F. C. vice-presi- 
dent, responded. He declared the 
N. F. C. must meet all issues unitedly, 
courageously and whole-heartedly. Mr. 
Biggs, who later was elected N. F. C. 
president, thus in this talk sounded the 
militant policy of his administration. 

Reports of credentials, auditing and 
legal cooperation committees were read 
respectively by Mrs. Grace McCurdy, 
Royal Neighbors; Mrs. Mamie E. Long, 
Woodmen Circle, and J. M. Miller, Chi- 
cago, Woman’s Benefit. Mr. Miller’s re- 
port recommended amending the consti- 
tution to permit expanding the commit- 
tee on legal cooperation and giving it 
greater power. He offered such an 
amendment. Under the constitution the 
committee’s powers practically are lim- 
ited to filing amicus curiae briefs. The 
need to do so seldom has arisen. There 
are important, vital functions it can han- 
dle, he said. 


Proposal Is Explained 


Mr. Miller urged combining its func- 
tions with those of the statutory legis- 
lation committee, forming a unit with 
power to act in emergency, restricted 
only by the executive committee. This 
recognizes the unsettled economic con- 
dition and threats against the institution 
of life insurance, thus gearing the N. F. 
C. legislative and legal machinery to 
meet the challenge of the times, as its 
administrative and field divisions already 
are meeting it. The change was ap- 
proved by Chairman R. T. Wells of the 
statutory legislation committee, which has 
given invaluable service in the last year. 

Elaborate memorial services were held 
the second afternoon for 12 who died in 
the year. 





PLAN DIAMOND JUBILEE 





A diamond jubilee in 1942, the 75th year 
of fraternalism since it was founded at 
Meadville, Pa, and a contest among 
local lodges to select four winners to re- 
ceive national honors and merit awards 
from the N. F. C. were two projects dis- 
cussed at the conference on lodge activ- 
ities, with Fred A. Johnson, vice-archon 
Royal League, presiding. It is proposed 
to name a committee to handle jubilee 
arrangements on the basis of an N. F. C. 
project. Tentative plans include a pil- 
grimage to Meadville, with pageants and 
other features typifying fraternal activ- 
ities. Both projects tentatively were 
approved in Mr. Johnson’s conference. 

H. M. Haucks, A. O. U. W. of Min- 
nesota, St. Paul, was elected president 
of the secretaries section. Other new 
officers are: Vice-president, Mrs. Mamie 
E. Long, secretary Woodmen Circle; 
secretary-treasurer, Miss Anna E. Phelan, 
secretary W. C. O. O. F.; new members 
of executive committee, Erna Bar- 
thel, secretary Royal Neighbors; Miss 
Bertha C. McEntee, Ladies Catholic 
Benevolent, and Farrar Newberry, W. 
O. W 


Farrar Newberry spoke on _ person- 
alizing relations between national and 
local secretaries; Miss Frances D. Part- 
ridge on old age assistance, and C. L, 
Biggs read a fine paper on increasing 
employe efficiency. 

The annual dinner-dance was held 





activities, showing the vigorous, progres- 


Tuesday night, and the next night there 


was’ a special dinner honoring Mrs. 
Talley. 

No bill has been passed which by its 
terms imposes a premium tax on fra- 
ternal societies, although many such 
bills were introduced in Congress and 
the various state legislatures, Rainey T. 
Wells, general attorney Woodmen of 
the World, Omaha, reported as chair- 
man of the committee on _ statutory 
legislation. However, fraternal insur- 
ance codes are being recodified in New 
York, Missouri, South Dakota and 
Oklahoma, and fraternalists should pay 
special care and attention to the code 
revisions in the coming year to be sure 
that enactments are beneficial and not 
harmful. 

The committee noted spread of a new 
type of tax law putting in effect a use 
tax. Such an act is now in force in 
California, Colorado, Iowa, Kansas, Mis- 
sissippi, Ohio, Oklahoma, Utah, Wash- 
ington and Wyoming. It applies to 
materials, supplies, office furniture, etc., 
purchased outside the state where it is 
used, and is an efiort to defeat evasion 
of state sales taxes. 


Studies Social Security 


Important bills pending in various 
states were mentioned. The committee 
did a vast amount of work in the year, 
reporting that there was necessity for 
more constant, prompt attention to pro- 
posed legislation affecting fraternals 
than in any previous year within the 
committee’s experience. There was also 
necessity for close study of the U. S. 
social security act and complementary 
unemployment compensation laws in the 
various states. The societies were vitally 
concerned about the possibility their 
representatives in the field might be 
found subject to the tax. The commit- 
tee cooperated closely with legal de- 
partments of member societies and gov- 
ernmental agencies. 

It reported there is a general disposi- 
tion to accept and follow the federal rule 
laid down in the Northwestern Mutual, 
Kansas City Life and Pyramid Life 
cases in which agents on commission 
were found to be independent contrac- 
tors and not subject to tax. The com- 
mittee also pointed out that the treas- 
ury department ruled insurance com- 
panies and fraternals affiliating with the 
Home Loan Bank system are deemed 
to be “federal instrumentalities” and 
thus completely exempt from the social 
security tax. 


Opportunity in Lodge Work 


Fraternal societies have unlimited op- 
portunities to restore the old time lodge 
spirit under modern conditions and ways 
that are interesting to young men and 
women, through intensive development 
of their juvenile departments, it was 
concluded in the report of the committee 
on junior membership made by Cora F. 
Phillips, Protected Home Circle, Sharon, 
Pa., the chairman. The ages to which 
lodge activities seem to appeal are 10-14. 
The youngsters seem to throw them- 
selves into the work of local junior 
groups, which usually are known as 
courts or camps. In some centers these 
organizations are the outstanding attrac- 
tions for all the youthful population. 

The committee instead of conducting 
an extensive survey of junior activities 
called on four outstanding N. F. C. 
members to report their conclusions. 
These were: Edwin M. Mason, secre- 
tary Ben Hur Life, Crawfordsville, Ind., 
who wrote on promotion of junior field 
work; Anna R. Downes, high chief 
ranger Woman’s Catholic Order of For- 
esters, Chicago, whose subject was 
“Should Junior Groups Promote Com- 
munity Projects? If So, What Type?”; 
S. H. Hadley, president Protected Home 
Circle and past president N. F. C., who 
commented on “My Observation on 
Transferred Juniors,” and Norton J. 
Williams, vice-president Equitable Re- 
serve, Neenah, Wis., who discussed 
“How Can We Make Our Junior Work 
of Today of Value to the Fraternal 
System of Tomorrow?” 

Foster F. Farrell, secretary-treasurer 
and manager N. F. C., in his annual re- 





port noted so far this year in nine regu- 


lar state legislative sessions 87 bills were 
introduced which were reported to the 
congress office, of which 34 applied dj. 
rectly to the fraternals either favorably 
or adversely. In addition there were 
13 special sessions with 16 bills reported, 
only four applying to the societies. Ajj 
these were reported by the executive of. 
fice to member societies, which also re. 
ceived from Mr. Farrell monthly bulle. 
tins giving progress of various bills and 
chapter numbers of bills enacted. A 
new service was inaugurated in the last 
year with the furnishing to member s0- 
cieties of all laws in the various states 
affecting fraternals. 

Mr. Farrell represented the N. F. ¢ 
at the two meetings of the National As. 
sociation of Insurance Commissioners 
the past year and made contacts with 
other insurance interests at various con- 
ventions. He attended two hearings on 
the proposed New York insurance code 
at Albany. Altogether much was ac- 
complished in the last 12 months by 
the N. F. C., he reported. 


Notes Fine Cooperation 


“There are innumerable ways in which 
the congress may prove of further sery- 
ice to its member societies,” Mr. Farrell 
said. “The increasing number of calls 
over the past year at the congress head- 
quarters from various members has been 
a source of great satisfaction to me. It 
is such evidence of interest and cordial 
cooperation in striving for a common 
goal, which will augment the useful- 
ness of the congress to its members.” 

He noted the move of the N. F. C. 
executive quarters to the present fine 
offices in the Pure Oil building in Chi- 
cago. The offices are equipped to ac- 
commodate new and added features, 
furnishing a greater service to members. 
This was accomplished with due regard 
for maintaining a low budget. This 
overhead cost has been increased very 
little, although the office is much more 
commodious, pleasant and _ better 
equipped than the old one. 





FINE WELFARE WORK 





Splendid general welfare work done 
by member societies through _ their 
homes for the aged, juvenile, tuber- 
culous, etc., was reported on by the 
committee on general welfare headed by 
Chairman J. V. Abrahams, Security 
Benefit. The report in pamphlet form 
contains pictures of the various homes 
and detailed reports of.the work of 34 
individual societies. 

Mr. Abrahams commented that the 
original purpose of fraternals was mu- 
tual helpfulness, to attend members in 
sickness and death, to give all aid pos- 
sible. This is a noble purpose, he said, 
and in carrying out this work the 
societies have not existed in vain. The 
fraternal plan was founded on the propo- 
sition of providing some means other 
than charity to do this work, maintain 
the home, care for the widow and 
orphan when the bread winner died. To 
do all this, he said, requires the fra- 
ternal beneficiary system. 


Vast Local Activities 


In the beginning the purely fraternal 
work was carried on by local lodges 
and individual members. Visiting sick, 
comforting afflicted and relieving dis- 
tress were purely local functions. Par- 
ent organizations attended only to the 
business administration. Apparently no 
record has been kept of the welfare 
work done by the fraternal societies 
local bodies, but there is no question, 
Mr. Abrahams said, that the sum total 
would be astounding. 

In the past few years parent orgall- 
izations have established homes and 
schools for children, sanatoria for various 
diseases, hospitals, training schools, 
health centers, recreation camps; they 
have endowed hospital beds, furnished 
clinics, provided medical examination 
and rendered much other valuable serv- 
ice. This work still is in its infancy, 
he commented, and all societies are 
optimistic of the achievements to come. 





Societies have not merely paid death 
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and disability benefits, but have pur- 
chased food, clothing and fuel for the 
needy, medical and hospital care for the 
members, paid rent and taxes, sent 
flowers in case of sickness or death and 
discharged many similar functions. 








NINE PROPOSALS 








Nine recommendations were made by 
the committee on field work in a report 
presented by R. M. Norrington, chair- 
man, who is field superintendent 
Gleaner Life, Detroit. These were: 


(1) That greater care be used in selec- 
tion of field representatives so the ranks 
may be filled with quality salesmen and 
women. 

(2) That each society avail itself of 
the clearing house plan, thereby elim- 
inating undesirable agents and eliminat- 
ing this evil from the fraternal system. 

(3) That intensive use be thade of 
the fraternal sales training course. 

(4) That interest be stimulated and 
maintained in the F. I. C. (fraternal in- 
surance counselor) degree. 

(5) That state managers association 
be organized, patterned after the Fra- 
ternal Field Managers Association to be- 
come affiliated with the various state 
congresses. 

(6) That there be set up a uniform 
method of determining acquisition costs. 

(7) That the representatives be in- 
structed to stress the open contract as 
a sales measure of offense rather than 
of defense. 

(8) That the opening date of the con- 
gress be set ahead a day so that the 
Fraternal Field Managers Association 
meeting would not fall on Sunday. 

(9) That there be closer cooperation 
among societies as to field plans, pro- 
grams and new ideas. 

The report emphasized there are two 
distinct branches in field work, the fra- 
ternal or social, on one hand, and the 
business of selling legal reserve life in- 
surance, on the other. The. report 
stressed the sales training course for 
fraternal salesmen prepared by the R. 
& R. Service, in which diplomas are 
issued to those completing the course 
with satisfactory ratings, and also the 
proposal for the F. I. C. degree open 
to representatives of societies affiliated 
with the Field Managers Association, 
who pass the training course with aver- 
age rating not less than 85 percent and 
produce at least $100,000 of business 
annually. ° 

Organization of state manager asso- 
cations, the report emphasized, greatly 
helps to stimulate proper selection and 
sales training of representatives in the 
field, to handle complaints of unethical 
tactics and discuss current field prob- 
ems, 

In the Wednesday general session, 
Rainey T. Wells, general attorney 
Woodmen of the World, Omaha, dis- 
cussed fraernals’ problems, noting legis- 
latures and courts have distinguished 
between old line and fraternal life in- 
stitutions, the issue on which fraternal 
Premium taxes hinged. The beneficial, 
welfare and lodge activities now are well 
recognized as entitling the fraternals to 
special legislative treatment. Mr. Rainey 
therefore urged societies to maintain 
odges as a major work. Equally im- 
portant is representative government in 
fact, rather than as a mere pretense. 

ne of the most vital problems is the 
continued threat of a premium tax, he 
said, a levy wrong in principle. The 
Present exemption of fraternals is justi- 
fied and should be maintained, he said. 


Those Not in N. Y. 
Will Stick to 6% 


(CONTINUED FROM PAGE 4) 


ae bills introduced in other legisla- 
—, In order to avoid legislation of 
nis kind companies may decide that it 
would be best to adopt the 5 percent 
Hp voluntarily. This would practically 
pe orced on companies and undoubtedly 
nany officials feel very strongly that 6 











New Appointments by Equitable 

















CLIFFORD W. STREETER 





Ss. D. KRUEGER 








ST. PAUL—Appointment of C. W. 
Streeter of Austin, Minn., as agency 
manager for the St. Paul agency of the 
Equitable Society was announced here 
by W. J. Graham, vice-president at a 
luncheon meeting of Minnesota men. 
Mr. Streeter succeeds S. D. Krueger, 
who is voluntarily laying aside the re- 
sponsibilities of the agency managership 
after 34 years of service with the Equit- 
able. Mr. Krueger will be transferred 
to the reserve force. 

Vice-president Graham came to St. 
Paul from New York City to speak at 
the luncheon. Another honor guest at 
the luncheon was Frank Yetka, insur- 
ance commissioner. Other guests in- 
cluded Second Vice-president V. S. 
Welch and four former Minnesota insur- 
ance leaders now active in other states. 
These were W. W. Klingman, former 
manager at St. Paul for the Equitable 
and now general manager for Texas; 
A. V. Ott, agency manager, New York 
City; A. B. Dalager, agency manager at 
Wilmington, Del.; and Frank E. Sexton, 
district manager at Sioux Falls, S. D. 
A. B. Shea, agency manager at Minne- 
apolis, also attended. 

Mr. Krueger entered the service in 
1904 in the cashier’s department at Little 
Rock. Later he served as cashier in 
Kansas City, St. Paul, and Chicago. In 
March, 1924, he was appointed assistant 
agency manager at St. Paul. When Mr. 
Klingman was called to the home office 








percent is not an unreasonable rate for 
policy loans when one considers the con- 
ditions under which they must be 
granted and the small average size of 
the loan. However with New York 
state taking the lead in legislation of 
this character many officials feel it will 
be difficult to stem the tide. J. F. Little, 
the late vice-president of Prudential, 
President M. A. Linton of Provident 
Mutual and others attempted to dis- 
suade the New York legislature from 
passing the bill. Their arguments rep- 
resent undoubtedly the views of most 
of the officials of companies not operat- 
ing in New York. 

So far as the Canadian companies are 
concerned those not operating in New 
York will undoubtedly follow the large 
American companies in due season. 

Apparently there is no disposition on 
the part of any company to make the 5 
percent policy loan interest rate provi- 
sion retroactive, that is applicable to pol- 
icies issued prior to Jan. 1, 1939. Agents 
may hear from old policyholders on this 
score, but the producer has a ready 
made answer. It is that the old policy- 
holder is enjoying a lower premium rate 
than the new assured. That is likely 
to silence any argument. If the com- 
panies should undertake to rewrite all 
of their outstanding policy loans at 5 
percent interest, it would produce a seri- 
ous effect. Superficial examination indi- 
cates that 1 percent interest on out- 
standing policy loans is equivalent in 
most mutual companies to from 5 to 10 
percent of dividends to policyholders. 





to be a vice-president in 1928, Mr. Krue- 
ger became acting manager of the 
agency, a position which he filled until 
Jan. 1, 1932 when he was appointed 
agency manager. 

Mr. Streeter will make his headquar- 
ters in St. Paul and his territory will 


include the eastern half of southern 


Minnesota. Included are Northfield, 
Rochester, Winona, Mankato and Aus- 
tin. 


The new St. Paul manager was born 
on April 22, 1893 at Lake Mills, Lowa, 
and entered the insurance business by 
way of the banking field. He started 
with an Iowa bank and came later to 
the State Bank at Austin where he was 
acting as cashier when he resigned in 
1923 to join the Equitable. A year later 
he was appointed a field assistant at 
Austin and in 1928 was made district 
manager there. He has built up a sub- 
stantial unit with a volume of business 
in excess of any other Minnesota dis- 
trict. In addition Mr. Streeter has al- 
ways been a large personal producer, 
having paid for in excess of $200,000 
consistently every year since 1924 and 
has twice qualified for the Half Million 
Dollar Corps. This year he has qualified 
as a member of the Group Millionaires’ 





Club, an organization of Equitable rep- 
resentatives who have sold a million dol- 
lars worth of group insurance in a sin- 
gle year. 


SOUTH DAKOTA APPOINTMENT 


SIOUX FALLS, S. D.—Appointment 

| of C. W. Poole of Aberdeen as agency 

manager of a newly created state agency 

for South Dakota was announced here 
(CONTINUED ON PAGE 19) 
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HE STATE LIFE of Indiana offers a wide 


incomes. . . . Endowment policies maturing 
at various ages, in two to twenty years, and 
at five-year intervals afford individualized 
service. . . . Comprehensive Installment 
Options and suitable supplementary agree- 
ments enable the State Life Representative 
to serve the exact needs of his clients. .. . 
State Life issues up-to-date policies from 
ages one day to sixty-five years. Many of 
these policies can be merged finally into a 
Retirement Income plan... . State Life offers 
agency opportunities for those qualified. 


to provide retirement 
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“Regionnaires” of Aetna Life at French Lick 
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dent insurance. He has served as mayor 
of his city for four terms. He is 72 
years of age. He is vigorous and is the 
old fashioned type of community leader, 
possesséd of a homely philosophy, 
sound, wittv. He was given a thrilling, 
spontaneous ovation. He scored a big 
triumph, 

There is always a large delegation 
from the home office at these regional 
meetings, but only a few are put on the 
program. The rest are busily engaged 
in conferences. The principal talks of 
an institutional nature were those given 
by Vice-president and Actuary E. E. 
Cammack and President Brainard. The 
“Regionnaires” always look forward to 
hearing these two executives. Mr. Cam- 
mack is forthright, reduces what he has 
to say to the essentials. He relies upon 
the persuasive power of logic and the 
agency organization looks upon his word 
as final, a fact from which they seem 
to derive much strength. 


Railroad Bond Situation 


Mr. Cammack made an observation 
that should be of immense value to 
agents of all companies these days when 
there is so much talk of “putting the 
railroads through the wringer” and spec- 
ulation as to what the effect upon life 
companies would be if this were done. 
Mr. Cammack stated that if all insurance 
companies should carry their bonds at 
market value, rather than on an amor- 
tized basis, their assets would be $100,- 
000,000 greater than they are shown to 
be today, That means that there is 
enough of a margin of market value over 
amortized value in bonds other than rail- 
roads not only to make good the amount 
by which amortized value exceeds mar- 
ket value in the railroad bond classifica- 
tion, but would produce an overall ex- 
cess of $100,000,000. The bond portfolio 
of Aetna Life, he said, is carried in the 
statement at an amount that is less than 
market value. 

The year 1937 was one of progress in 
the Aetna Life organization, Mr. Cam- 
mack said. Premium income totaled 
about $154,000,000, an increase of ap- 
proximately $8,000,000 from the pre- 
vious year. The biggest problem was 
the drastic decline in the price of se- 
curities, amounting to some $13,000,000. 
However, hidden reserves and current 
earnings were sufficient for the manage- 
ment to maintain dividends to policy- 
holders and stockholders and to main- 
tain surplus. He pointed with satisfac- 
tion to the fact that surplus amounts 
to 5.7 percent of assets. Of the assets, 





3.2 percent was in cash; 26.5 in U. S. 
government bonds; 6.5 in municipals; 3 
in Canadian bonds; 7.1 railroads; 12.7 
public utilities; 3.3 stocks of affiliated 
companies; .6 preferred stock; 2.1 other 
stock; 5.1 foreclosed real estate; 12.2 
policy loans; 4.4 farm mortgages; 5.8 
city mortgages; 1.4 home office building. 


Foreclosed Real Estate 


The amount of foreclosed real estate, 
Mr. Cammack said, is as favorable as 
that of any leading life company. The 
real estate account is decreasing, he said. 
The loss has been taken and the com- 
pany fully expects to dispose of the rest 
of its real estate at the price at which it 
is carried. 

Mr. Cammack couldn’t very well 
avoid saying something about the big- 
gest problem, that of interest yield. He 
said that the prevailing rates of interest 
are the lowest known in history. He 
mentioned the recent Standard Oil of 
New Jersey issue of $90,000,000 15 year 
debentures with a 234 percent coupon 
rate. The best government bonds, he 
said, are yielding only 2% percent. 





BRAINARD’S ADDRESS 





The address of President Brainard is 
the convention fixture that the “Region- 
naires” cherish more than any other. 
Mr. Brainard is an aristocrat of birth 
and talent. Perhaps he is conscious of 
a manly shame that others are less con- 
spicuously endowed or have achieved 
less. He tries to bridge the gap. He 
strips himself of the unnecessary habili- 
ments of high office. He makes an ef- 
fort to put everyone at ease in his pres- 
ence. And in making himself demo- 
cratic, he is ndt a poseur. He may do 
democratic things consciously but he is 
obviously motivated by a strong hu- 
manitarian impulse. 

His address at French Lick had to be 
abbreviated because he was making a 
rather early train for Chicago. 


President 15 Years 


He recalled that he had been presi- 
dent of Aetna Life 15 years. When he 
joined the organization in 1905, he said, 
the assets were about $65,000,000, which 
was a “terrific sum of money.” It was 
a big company in those days, he recalled. 

The period of great growth and de- 
velopment of the organization came un- 
der the administration of Mr. Brainard’s 
predecessor, Senator Bulkley, Mr. Brain- 
ard declared. Fifteen years ago Senator 





Bulkley died. Senator Bulkley, Mr. 
Brainard declared, was a man of vision, 
he was courageous and audacious in the 
best sense. Mr. Brainard said that at 
that time he realized that he was not 
equipped to pursue Senator Bulkley’s 
methods. The organization had grown 
too big to be a one man company. Mr. 
Brainard said that he decided that the 
only course that he could pursue, as 
president, would be to win the support 
of his associates and to rely upon their 
resources. “The unbounded loyalty and 
affectionate regard of the agents for the 
company is a priceless asset,’ he de- 
clared. 


Example of the Change 


He observed that the agents now take 
the regional conventions for granted, 
but he recalled that when he took com- 
mand, such conferences were unheard 
of. Previously there had not even been 
such a thing as a gathering of general 
agents. The regional convention, he said, 
is an example of the change that has 
come about. 

During the first six months of this 
year, Mr. Brainard said that he was fre- 
quently disturbed but the report at the 
end of that period turned out to be ex- 
ceedingly satisfactory. There was a 
comfortable increase in surplus on July 
1, security reserves had been replen- 
ished, there was a good underwriting 
profit, mainly from the casualty depart- 
ment. Although the mortality in the life 
department was not as favorable as a 
year ago, Mr. Brainard said that he is 
satisfied that the company is on the right 
track and that this was but a temporary 
setback. He said that the management 
believes that the field force should be 
apprised of the condition of the company. 
“We try to tell you the truth and the 
facts,” he said. “We try to tell you all 
that we think you want to know about 
the company. Any other basis would 
not be a solid one.” 


Breaking Down Barriers 


He said that remarkable strides have 
been made in breaking down the bar- 
riers between the casualty, life and fire 
units in the group. He said he desires 
to continue to emphasize that the Aetna 
Life companies write all lines of insur- 
ance, thus affording the agents an op- 
portunity to increase their income. 

Mr. Brainard said that he lacked the 
gift of prophecy and that his theory is 
to go along from day to day handling 
the current situations to the best of his 
ability. He said he is frequently asked 
about inflation and what he is doing to 
anticipate it. The answer is, he said, 
that he is doing nothing to protect him- 
self against inflation; that he doesn’t 
know what to do in this connection and 
that as a matter of fact he doubts 





whether anyone knows what to do. 

In closing he said that he does not 
regard the times as conspicuously diffi- 
cult. “Life itself,” he said, “is the most 
difficult problem. Grief and _ happiness 
have a way of balancing each other in 
all men’s lives and one generation 
doesn’t have a situation to face that is 
a whit more difficult than that of pre- 
vious generations.” 


Arthur W. Young Presides 


At the first convention session, the 
presiding officer was Arthur W. Young 
of South Bend, Ind. The address of 
welcome was given by Paul W. Simp- 
son, Indianapolis general agent, who 
had some fun at the expense of N. M. 
De Nezzo, field supervisor, who is the 
man who sees to everything about these 
regional conventions. It seems that Mr. 
De Nezzo had designated Mr. Simpson 
as chairman of the fishing committee 
and had sent out some literature, prais- 
ing the fishing facilities in the vicinity 
of French Lick. Mr. Simpson ar- 
nounced that the fishing season had 
closed the day before, but he volunteered 
to lead an expedition to the Ohio river 
in quest of channel cat. 





“OVERTURE” BY WHATLEY 





S. T. Whatley, in his famed gracious 
manner, gave the “overture.” He said 
that for the first three months of this 
year production was far behind the pat- 
allel period of last year, when a high 
record was established due to the m- 
pulse of an impending rate increase. 
However, there was decided improve 
ment in May, June and July and the 
production in August so far is above 
the same period a year ago. ? 

Mr. Whatley presented a souvenir t0 
members of the old guard, they being 
the producers who have qualified for the 
regional conventions during the past 10 
years. He gave special recognition, 
Roy Davis of Peoria, I1l., who is the first 
man in the central division to quality 
for the 1939 regional convention. A dil 
ferent souvenir was given to Miss Emma 
Beal of Galveston, who is a great pr 
ite in the organization and has qualife 
for the 10 regionals. She was presente 
with a silver tray inscribed to The 
Sweetheart of the Guard.” 


Aetna Life C.L.U.’s 


Mr. Whatley read the names of - 
10 Aetna Life representatives who qua 
ified in the most recent C.L.U. exanr 
inations to receive their C.L.U. res 
nations in September. He presented t : 
home office executives who were in B 
room, they being A. H. Hiatt, Jr. 5" 
perintendent of agencies; W. C. Cousins, 
E. H. Snow, W. C. Abbey, agency ® 
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sistants; E. M. Reed, editor the Life 
Aetna-izer; C. G. Hallowell, vice-presi- 
dent Aetna Casualty; R. W. Myers, vice- 
president and comptroller; I. F. Cook, 
assistant secretary; Dr. D. B. Cragin, 
medical director; W. H. Dallas, vice- 
president, as well as Messrs. Cammack, 
Coolidge and De Nezzo. - 

Then came the parade of “witnesses” 
at the direction of Mr. Coolidge. The 
first “witness” was L. J. Gordon of New 
Orleans. In answer to a question, he 
said that he takes about three hours 
each Saturday afternoon to plan his 
work for the following week. He makes 
12 calls a day and finds that he gets 
about five interviews from 13 calls. 
About 30 percent of his calls are by ap- 
pointment. He uses the telephone freely, 
but principally in connection with sec- 
ond call interviews. He finds that he 
enjoys greater prestige when making a 
call after having made arrangements by 
telephone. About 50 percent of his sales, 
he said, come in interviews that have 
been arranged by telephone. He makes 
his first call about 9:30 in the morning 
and keeps going until 5 p. m. On two 
or three evenings during the week he 
makes night calls and these are by ap- 
pointment only. 


Lists of Fathers 


W. B. Sims of Dallas, under question- 
ing, said that he gets most of his pros- 
pects from lists of fathers of school chil- 
dren. These are taken off for him by 
his stenographer from court house rec- 
ords. These prospects are classified as 
to credit rating, etc., from the “Red 
Book.” Mr. Sims makes a card for each 
prospect, giving the names and ages of 
the children. Most of the prospects are 
approached cold canvass at their offices. 
The approach that is known in the Aetna 
organization as “estate control” is used. 

W. G. Adams of Toledo said that he 
gets most of his prospects by referred 
leads. He gets the names after he has 
made a sale. He asks his new client who 
among his intimate acquaintances has 
the same problem as the client. Fre- 
quently Mr. Adams will make up a list 
of 10 or a dozen names of men whom 
the client is likely to know. He asks 
the client whether he might have per- 
mission of the client to use his name 
with those on the list that are known 
to the client. If the client objects to 
such use of his name, Mr. Adams states 
that he proposes to call on the acquaint- 
ance, to say that he has done some work 
for the client, who has given Mr. Adams 
permission to say that the prospect 
might call the client regarding Mr. 
Adams’ ability. Later when Mr. What- 
ley took the stand, he said that he was 
greatly impressed by this technique. 

Mr. Adams stated that he makes his 
approach and then incidentally uses the 
name of the reference. 





KEEPS IN CIRCULATION 





S. R. Cockrill of Little Rock said that 
he gets his prospects from personal ob- 
servation. associates, college fraternities, 
Personal contacts. He said he always 
has enough prospects to keep him occu- 
pied. He keeps in circulation. He uses 
accident and health as a prospecting 
medium. A large proportion of his busi- 
ness, he said, is developed from an initial 
accident and health sale. He looks upon 
every one as a prospect for accident and 
health insurance. The approach is eas- 
ler, It is clear and quick and makes the 
subsequent life insurance sale easier, he 
said. When a man is a policyholder, Mr. 
Cockrill feels more free to call on him 
again and he feels that it is easier to get 
4 man on the books through the acci- 
a and health route than any other 
rnee Mr. Whatley was brought to 
the stand and that provoked much ex- 
verment. Prompted by Mr. Coolidge, 
fife Whatley said that he started in the 
ro insurance business in Birmingham, 
Rng He had been in another business 
a two years previously and had de- 
H oped a fairly sizable circle of friends. 

: had about 40 or 50 college mates 
whom he knew well. For about three 
months he called on his friends and busi- 





ness came pretty easily. He did not 
realize it at the time, but a good deal 
of this was complimentary business. 
After about three months he said his 
store of friends ran out and for the next 
three months he spent all the money 
that he had made in the first three. 


Friends as References 


His friends, Mr. Whatley said, were 
helpful to him as references. They in- 
troduced him to their fathers and older 
brothers. Mr. Whatley said that he 
followed the practice of always going 
back and making a report to the “refer- 
ence.” He would tell him what a great 
advantage the use of his name gave and 
that the prospect thought highly of the 
“reference.” This very often caused the 
“reference” to dig about and try to find 
another name. 

J. R. Regnas of Atlanta said that he 
uses the estate control plan religiously 
and that the average amount of his last 
15 cases was $14,000. 





SOCIAL SECURITY 





E. C. Deckard, Columbus, O., general 
agent, was asked whether in the sale of 
life income policies he ran up against 
the objection that the prospect will be 
taken care of through social security 
benefits. When he meets this objection, 
Mr. Deckard said, he asks the prospect 
whether he can afford to retire on $40 
or $50 a month. That is usually con- 
clusive. If the man is making $250 a 
month, for instance, he must make his 
choice of continuing on the job at that 
money or retiring to get his social se- 
curity benefits. 


Got List of 1,000 


F, L. McFarlane of Cleveland said 
that inasmuch as he was _ originally 
trained as a group representative, he 
thought in terms of large numbers of 
people. When he went into personal pro- 
duction he listed key men that he knew 
in big companies. He got them to help 
him prepare lists of men between the 
ages of 35 and 45 that were making $200 
or more a month. Mr. McFarlane dem- 
onstrated to men who were helping him 
the kind of work that he proposed to do. 
In this way he got over 1,000 names 
with information about their occupation 
and income. He did some direct mail 
work. 

When he was ready to call he an- 
nounced by letter that he would pay a 
visit, at the instance of a named center 
of influence. Where he could not get 
permission of the center of influence to 
use his name, he said that he had done 
some work for a friend who didn’t want 
to pry into the affairs of the prospect. 

Mr. McFarlane said that he stays on 
the telephone Monday morning. He in 
that way eliminates many who are out 
of the city or are not yet ready to talk 
business. The best prospects, Mr. Mc- 
Farlane said, are his close personal 
friends. He said he never misses an op- 
portunity to meet new people. One eve- 
ning a week he plays baseball with a 
community club. He said that he has 
500 centers of influence. When he made 
the C.L.U. grade, he got the agency to 
send an announcement of that fact to 
his centers of influence. 


Frank Falkstein’s Ideas 


_ Frank Falkstein of San Antonio, who 
is a member of the 1938 million dollar 
round table of the National Association 
of Life Underwriters, was asked by Mr. 
Coolidge about his prestige building 
technique. Mr. Falkstein said that he 
seeks to let his clients, friends and pros- 
pects know everything constructive that 
he has done. When he qualifies for a 
regional convention, for instance, he lets 
his centers of influence know about it. 
He always reports back to a man who 
gives him a name. 

He told about a man whom he had 
been trying to see for some months on 
the “right” basis. He had always been 
able to get into the man’s office but he 
had never broken through the crust. 
Then came the announcement Mr. Falk- 
stein had qualified for the million dollar 





round table and this was printed in the 
San Antonio papers. The next time Mr. 
Falkstein called on this prospect he was 
accorded a warm reception. The pros- 
pect questioned him about the round 
table and a sale ensued. 

After having completed a good inter- 
view, Mr. Falkstein said that he sends a 
special delivery letter to the prospect’s 
home, thanking him for the privilege of 
the interview, summarizing the plans 
that were presented. 

Peter Dworsky of Minneapolis said 
that he mses referred leads and makes 
no cold canvass calls. He is not over- 
come when the prospect says that he 
has a close friend in the business. “Then 
is when [ go into my dance,” Mr. Dwor- 
sky said. “I sold two men whose sons 
are in the insurance business and one 
man whose father is a life insurance 
agent.” He said that he has been con- 
centrating on tax work lately. In the tax 
approach, he said that he makes an an- 
alogy of a toll bridge. One man pays 
the toll; another man speeds across the 
bridge and avoids paying the toll, where- 
as a third person uses another bridge, 
that is a free one. The man who buys 
life insurance for tax purposes is com- 
parable to the man who uses the free 
bridge, he said. 


Hiatt on Business Insurance 


The presiding officer at the second 
business section was R. W. Gipson of 
Peoria. Vice-president Cammack was 
first on the program. He was followed 
by A. H. Hiatt, Jr., superintendent of 
agents, who gave a paper on business 
insurance. He recalled that in 1919 Jack 
Dempsey was in the market for $100,000 
ten year endowment insurance. That 
was a form of business insurance. Jack 








Dempsey realized, according to Mr. 
Hiatt, that as a business machine, he 
would depreciate rapidly. He desired to 
use the endowment insurance plan as a 
means of creating a sinking fund to re- 
place his earnings when his fighting days 
would be over. 

The same problem of depreciation and 
obsolescence exists in every single man 
business, he declared. Lawyers, doctors 
and dentists, for instance, are excellent 
prospects. 

Mr. Hiatt recalled that several years 
ago the team of Amos and Andy pur- 
chased a large amount of insurance with 
the Pepsodent Company, their radio 
sponsor, as beneficiary. This was an 
application of the business insurance 
principle of insuring against the loss of 
a valuable employe. Many of these cases 
are not in the realm of target risks, he 
pointed out. 


Cites RFC Example 


The sale of business insurance, he 
said, frequently results in the sale of 
personal insurance as well. The agent 
should be alert to these opportunities. 
He referred to a case whereunder the 
construction superintendent of a concern, 
29 years of age and married, and the 
master mechanic, 28 years of age and 
unmarried, were each insured for $7,500 
with the corporation as beneficiary. The 
home office underwriting department 
called the attention of the agent to the 
fact that the construction superintend- 
ent had only $2,000 of personal insur- 
ance. The agent went back and sold 
$10,000 personal insurance to that man 
and $5,000 to the unmarried man. 

As evidence of the value of key man 
insurance, Mr. Hiatt referred to the fact 
that the RFC pursued the policy of re- 
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quiring key man insurance as a prerequi- 
site to making many loans. - 

Business insurance in the life insur- 
ance field, according to Mr. Hiatt, is 
comparable to what is known in fire in- 
surance as business interruption cover- 
age or use and occupancy. 

He told of a hospital that took $100,- 
000 on the life of its chief of staff, who 
was a prominent surgeon and attracted 
much business to the hospital. The 
agent who sold that case was inspired 
to make similar solicitations elsewhere 
and he sold two other hospitals. 

Good sales technique, Mr. Hiatt said, 
is to break the premium cost down into 
terms of units of the product that the 
firm handles. For instance, there was 
a firm that manufactured baby shoes. 
The management regarded the premium 
cost as formidable when expressed in 
terms of annual outlay. However, they 
softened when the agent broke the cost 
down to the factor of four mills per pair 
of baby shoes. An undertaker was per- 
suaded to buy when the cost was ex- 
pressed as 89 cents per corpse. 

The approach is sometimes easier for 
business insurance than for personal in- 
surance because men are more free to 
discuss business problems than they are 
their personal problems. 





MEDICAL SELECTION 





Dr. D. B. Cragin, medical director, 
gave a talk on “Medical Selection.” 
Changes in medical underwriting come 
very slowly. Medical science runs at an 
even pace. Substandard underwriting 
has leveled off so far as heart disease 
and blood pressures are concerned, he 
declared. 

He urged agents to furnish specific in- 
formation on the time that has elapsed 
since recovery from afflictions that in- 
voke substandard rating. In gall blad- 
der cases, the company requires a one 
year waiting period. If the agent does 
not supply the exact date of the recov- 








WANTED 


An Agency Manager. Experienced producer and 
agency builder. Liberal contract with sound, 
progressive Company for Detroit Metropolitan 
area. Replies will be treated confidentially. 
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SUPERVISOR WANTED 

for life insurance agency—age 30 to 40—state 
marital condition — experience — companies and 
years with each — record of paid for insurance. 
State height, weight, age, education, references, 
salary wanted, financial status. Why you think 
you can secure train agents, give full par- 
ticulars. 

ADDRESS H-91, NATIONAL UNDERWRITER 








,ery, the company uses Dec. 31, of the 
year in which recovery was given as 
having taken place. i 

Dr. Cragin told of the efforts being 
made to induce medical schools to give 
courses in the technique of medical ex- 
amining for life companies. A survey 
was made, Dr. Cragin said, showing that 
in 1936 the life companies paid some 
$73,000,000 to doctors. From workmen’s 
compensation cases and other types of 
insurance work, it is estimated that the 
doctors received in the neighborhood of 
$200,000,000 in 1936. The American 
Medical Association estimated that the 
total income of physicians in 1936 was 
somewhere near $850,000,000. f 

In other words, insurance companies 
provided about a quarter of the income 
of the doctors in one way or another. 
A committee visited the American Med- 
ical Association and inquired what spe- 
cialty was taught at medical schools 
that paid one quarter of the income of 
doctors. The answer was that there is 
none. The support was gained of the 
American Medical Association and a 
suggested course is now being prepared 
which the AMA will sponsor. The life 
companies hope in this way to get a 
supply of more insurance minded phy- 
sicians aS years go by. 


Waiver of Premium 


Aetna Life, he said, hopes to be able 
to liberalize waiver of premium disa- 
bility benefits in some respects. More 
rigid selection is being imposed in con- 
nection with double impairments, he 
said. These cases have not turned out 
very well. Due to the anti-syphilis cam- 
paigns that are being carried on and 
the freedom with which the subject is 
discussed, it is now easier to get a his- 
tory of this disease, according to Dr. 
Cragin. 

Double examinations, he declared, 
must be made independently on separate 
days. 

R. C. Hughes of Toledo, the final 
speaker at that session, made a big hit 
with a paper on “The Estate Control 
Plan.” This is the organized system 
which Aetna Life has been emphasizing 
for two or three years, which has 
brought gratifying results and is popular 
with the field force. Use of the estate 
control plan, he said, arouses interest of 
the prospect and tends to keep his at- 
tention. It helps the agent to maintain 
a winning attitude. 


Address of R. N. Howes 


At the final business session, L. C. 
Neuman of Dallas presided. R. N. 
Howes of Clinton made his great talk 
at that time. He has been in the busi- 
ness 25 years. On one day he sold 44 
accident and health applications. For 





nine years he has been on the life in- 
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GENERAL AGENCY OPENING 


Eastern company. writing non-cancellable, non-prorating accident and 
health and legal reserve life insurance has, due to the expansion of its 
organization, openings in Iowa and Illinois for two general agents. Organ- 
izing experience not essential if applicant has good accident and health 
production record. These two positions will pay salary and reasonable 
traveling expenses, in addition to over-riding and renewals. Give detailed 
information of your qualifications. All replies will be treated with strict 
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WANTED 


A well established old line company aggressively developing 
New York State is interested in contacting experienced men 
with ability to operate as Agency Managers or General Agents. 
Particularly interested in residents of Rochester and Albany. 
Must have a record of personal production and should have expe- 


fast growing company. Write in confidence. 
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surance application a week list. Selling 
accident insurance, he declared, keeps 
him “busy and enthused.” It is too long 
“between drinks,” he declared, in selling 
life insurance alone. Writing of acci- 
dent and health business makes him a 
lot of friends, he declared. “I am paying 
the premium payer,” he _ declared. 
Through sale of accident insurance he 
gets many prospects for life insurance. 
He pointed out that the renewals are 
more lucrative. ‘An accident policy 
doesn’t walk out on you in nine years,” 
he declared. He writes accident insur- 
ance on a lot of women, he declared. 
Forty-seven percent of the claims that 
he has paid have been account of women 
falling. The first approach is to the hus- 
band. Mr. Howes tells the husband that 
he wants to place insurance on the wife 
but the husband will be the beneficiary. 
Mr. Howes keeps a list of claims paid 
on account of his policyholders, together 
with a description of the 
“There is the goods,” he declared. He 
said he takes pains to explain the fea- 
tures in the contract. He emphasizes 
medical reimbursement. “I tell them 
that that is the doughnut; the rest is the 
hole,” he asserted. 

“Don’t forget to mention the ambu- 
lance,” he said. “I like to worry them.” 

Some $16,000 has been paid out on ac- 
count of accident policies sold by Mr. 
Howes. He made a calculation that if 
all these policyholders had purchased 
only a limited form of accident insur- 
ance, the automobile accident policy, the 
company would have paid out only 
$2,100. 


Uses Newspaper “Ads” 


Occasionally Mr. Howes advertises in 
the newspaper, using a list of claimants 
who have been paid. 

In approaching the husband, he says: 
“Outside of life insurance, this is the 
best contract I have ever sold.” He uses 
the strategy of saying: “Of course, you 
have life insurance on your wife.” He 
puts the Hoodoo Day black cat on all 
of his policies. He finds that the women 
talk about this. 

Mr. Howes concluded with the smash- 
ing sentence: 

“When Sears, Roebuck & Co. can’t 
do my work, I know that I have the 
best job on earth.” He was referring to 
the fact that Sears, Roebuck & Co. sold 
Hercules Life and that the president of 
Sears, Roebuck said at that time, “You 
can’t sell life insurance from a catalog.” 





PLAYLET IS STAGED 





A well prepared playlet bringing out 
some ideas on sales technique for group 
insurance was staged. The players were 
I. F. Cook, assistant secretary in the 
group department; H. W. Florer, gen- 
eral agent at Grand Rapids, Mich., and 
F,. L. McFarlane of Cleveland. In sell- 
ing group insurance these days, agents 
encounter the objection of employers to 
make further deductions on top of those 
that are required for unemployment 
compensation and federal old age pen- 
sion. The prospect in the playlet brought 
out this objection and the agent re- 
marked that in the last two cases that 
he sold, 90 percent of the employes ap- 
plied for the insurance under the group 
contract. He said he found that the em- 
ployes want this insurance, because their 
expenses have increased, making it more 
difficult for them to save any money 
these days or to carry adequate insur- 
ance. 


Union Activities 


The employer also had a grouch be- 
cause of the union activities in his plant. 
He said he felt that the employes were 
ungrateful and he didn’t care to ap- 
proach them on the group insurance 
idea. However, Mr. Cook developed the 
theory that labor trouble is nothing new, 
that it recurs from time to time, that 
out in the plant are individuals who have 
human problems that insurance can 
solve. When the employer relented and 
the group proposal was offered to his 
employes, he received so many expres- 


wives, that his attitude towards his help 
was completely altered. 

The final speaker was Paul Speicher, 
president of the Research & Review 
Service, who gave an inspirational ad. 
dress that was exceedingly well re. 
ceived. 

At the president’s dinner, J. S. Smith, 
Houston general agent, was toastmaster. 
He is general chairman on local arrange. 
ments for the Houston convention of the 
National Association of Life Underwrit. 
ers and he employed the occasion to urge 
the “Regionnaires” to attend that meet. 
ing. He introduced those at the head 
table. They included Paul Simpson, In. 
dianapolis general agent, and __ these 
“Regionnaires” who are known as “quick 
qualifiers” because they met the conven. 
tion requirements prior to Jan. 1: H. Ff 
Berry, Omaha; R. E. Davis, Peoria; Ar. 
thur Hicks, Joliet, Il.; Rudolph LeBoy, 
Chicago; J. S. Maryman, Little Rock; 
E. B. Sulzbacher, Nashville. 





PRESIDENT’S TENNIS 





For a good many years, President 
Brainard and Gordon Campbell, Little 
Rock general agent, have been foes on 
the tennis court at the regional conven- 
tion. Last year Mr. Campbell gave up 
tennis, but Mr. Brainard is as strong a 
devotee of the game as ever. He plays 
throughout the summer and keeps in 
condition in the winter by playing 
squash. This year he found his oppo- 
sition in the persons of Fred Ellis, field 
assistant at Fort Smith, Ark., for the 
Campbell agency and in H. Y. Cart. 
wright of Galveston, who is a young 
man who has been with the Aetna or- 
ganization about 10 months. Both of 
these young men are excellent players, 
but they had to extend themselves to 
vanquish their president. Mr. Brainard 
plays a strong game, “stands on his 
ear” for a shot if need be. One after- 
noon in Little Rock he played five sets. 
He not only plays a strong game, but 
talks a good game. He banters his ad- 
versary continually, offers to quit if the 
young man is tired and sometimes wins 
a point by causing the opponent to laugh 
at a critical instant. 


Company Getting Old 


In his banquet address, Mr. Brainard 
said that in days gone by he played ten- 
nis with the general agents. Apparently, 
he said, the Aetna Life is getting old, 
because now these general agents are 
through and “I am playing with the 
bright young men who do the general 
agents work for them.” 

Many of those who went to French 
Lick anticipated that the weather would 
be oppressively hot. Mid-summer is not 
the season at French Lick. Aetna Life 
planned to have its regional convention 
at Mackinac Island but when conflicts 
developed another choice had to be 
made. Some of the “Regionnaires” who 
ordinarily are accompanied by theif 
wives, went alone this year on the 
theory that the weather would be un 
comfortable. However, the weather was 
most pleasant. The meetings were con- 
ducted in comfortable atmosphere an 
the recreational features were enjoyed to 
the utmost. 

J. S. Smith, Houston general agent, 
made a big hit with the ladies at the 
convention, by distributing to them cape 
jasmines, that he had caused to be 
shipped specially from Texas. 

Miss Sue Campbell, daughter of Gor- 
don Campbell, officiated in connection 
with the playlet on group insurance. She 
put in place the placards announcing the 
next scene. As a matter of fact each 
scene was the same, but a new placaf 
went up each time, with the same wor ; 
ing, but of different color. Another © 
Mr. Campbell’s daughters was on hané, 
she being Mrs. Foster Vineyard, whose 
husband is assistant general agent ™ 
Little Rock. ‘ 

E. M. Reed, editor of the Life Aetna 
izer, made more than 200 pictures © 
conventioneers for use in the convention 
issue. Mr. Vineyard turned up with 4 
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mented Mr. Reed’s efforts by snapping 
members of the Little Rock agency at 
every opportunity. 

For the first time at a meeting of life 
insurance men of the Aetna Life organ- 
ization, the various automobile driving 
tests of Aetna Casualty were set up at 
French Lick. Ben Golub of the casualty 
department was on hand to demonstrate 
and the conventioneers spent much time 
at the steerometer and reactometer 
booths. 

Also, for the first time the life agents 
had the opportunity to see the safe driv- 
ing movies sponsored by Aetna Casualty 
and the fire prevention pictures spon- 
sored by the affiliated Automobile of 
Hartford. 

Next year Aetna Life will hold two 
regional meetings, as it did in 1937. The 
frst will be at Broadmoor, Colorado 
Springs, and the second at the New 
Ocean House, Swampscott, Mass. 





Plans Are Announced 


for Annual Convention 


(CONTINUED FROM PAGE 3) 


on “An Interesting and Unusual Death 
Claim in Litigation.” John McAlexan- 
der, assistant treasurer Bankers Na- 
tional Life, will speak on “Monies Left 
on Deposit under Settlement Option.” 
R. D. Taylor, assistant superintendent 
of claims Sun Life of Canada, will dis- 
cuss “Liability of the Company on a 
Binding Receipt.” Another subject to 
come before the round table will be 
“Use of Models in Defense of Double 
Indemnity Claims.” 

A speaker will be Attorney William 
Marshall Bullitt of Louisville, who was 
former solicitor general of the United 
States, special assistant to the 
attorney general of the United States 
and special counsel of the United 
States Shipping Board. He is a trustee 
of the Mutual Life of New York. Dr. 
F. W. Dershimer will discuss “Rehabil- 
itation of Nervous & Mental Cases.” He 
is a member of the American Psychi- 
atric Association and was on the staff 
of the International Health Board of the 
Rockefeller Foundation. He is an asso- 
ciate in psychiatry at the College of 
Physicians & Surgeons of Columbia 
University. Attorney J. D. Ewing of the 
New York City law firm of Alexander 
& Green will speak on “Preparing the 

efense in a Heart Claim.” W. R. 
Miner, Jr., past president of Rotary In- 
ternational, will give a talk. Dr. George 
H. Roberts, Jr., of the American Col- 
lege of Physicians and a member of the 
American Heart Association, being pro- 
essor of medical jurisprudence College 
of Law, St. John’s University, will speak 
on “A Layman’s Picture of the Heart 
and Its Illnesses.” Dr. D. W. Hoare, 
assistant medical director Penn Mutual 

ife, will be another speaker. J. D. 

eWitt, supervising adjuster Travelers, 
will speak on “Reclamation of Payments 
Made Under Mistake of Facts.” 








0. K. Peoria Life Compromise 


PEORIA, ILL.—An order approving 
compromise of all litigation involving 
claims between the defunct Peoria Life 
and the Bank of Peoria, which failed 
about the same time five years ago, was 
signed in circuit court by Judge Daily. 

€ compromise, details of which 
were made public some weeks ago, was 
believed by the receivers to be in the 
best interests of all creditors involved. 








Texas Commissioner Post 


Is Being Eyed by Several 


DALLAS TEX.—At least a dozen 
insurance men are reported to have 
friends pulling for them to receive the 
appointment of chairman of the state 
board of insurance commissioners, a 
place now held by R. L. Daniel, whose 
term expires next year. 

This post is the juiciest plum the new 
governor of Texas will have to hand 
out, and it is understood it will go to a 
business man—not a politician. W. L. 
O’Daniels of Fort Worth, Democratic 
nominee, had as his battle cry “turn the 
politicians out,” and it is known he 
does not expect to appoint politicians 
to any public posts. R. L. Daniel is not 
a politician, and there are some 
O’Daniels supporters who think the vet- 
eran commissioner will be renamed. 


Others Are Mentioned 


Among the insurance men “willing” 
to have the appointment, informed 
sources say, are W. W. Bennett, Dallas 
insurance man, who was a candidate 
for state superintendent of public in- 
struction in 1926, and H. E. Johnson, 
Dallas adjuster and a law partner of one 
of the chief supporters of O’Daniels. 
Earl B. Smyth, president of the Fidelity 
Union Life of Dallas, is said to be a can- 
didate for the post. He is said to have 
the backing of Carr P. Collins, chair- 
man of the board of the Fidelity Union, 
who was state manager for O’Daniels 
in the recent campaign. 

It is reported here that two insurance 
men from Houston, one from Galveston, 
one from San Antonio, one from Waco, 
one from San Angelo and three from 
points in west Texas are also seeking 
the nomination. All were backers of 
O’Daniels in his history-making cam- 
paign. 

No Attention to Job Seekers 


But the next governor of Texas is 
not giving any attention to job seekers. 
He says there will be time for that later 
on. It is understood he intends to ap- 
point men of ability to posts of public 
service. His campaign theme included 
economy in state expense through elimi- 
nating unnecessary jobs, and there are 
some who say he may advocate a law 
combining the three insurance jobs into 
one, and having one insurance commis- 
sioner instead of three. 

Among the possibilities being men- 
tioned is N. S. Longbaugh, general 
agent for Manhattan Life at Fort 
Worth, who was formerly connected 
with State Life of Indiana there. He 
supported Mr. O’Daniels in the cam- 
paign. Some of the Life Underwriters 
Associations in Texas have been asked 
to endorse Mr. Longbaugh for appoint- 
ment as commissioner. 








Virginian to Prison for Fraud 


Pleading guilty to 12 indictments 
charging that he fraudulently obtained 
funds while acting as agent of the Mu- 
tual Benefit Life at Suffolk, Va., Alfred 
E. Smith, former state senator from 
Norfolk county, was sentenced to eight 
years in the penitentiary. He was given 
eight years on each indictment but the 
sentences will run concurrently. It was 
charged specifically that he induced pol- 
icyholders he had written to apply for 
loans and that he converted the money 
to his own use. 





LIFE COMPANY STATEMENTS 





Report as of June 30 to Georgia Insurance Department 


Company Capi 
Aetna 1) CRRA Coenen sana $15,000,000 
-Ommonwealth Life ......... 1,500,000 


Equitable Societ 
a n Hancock = SE Mey AP RMS reir 
ite & Casualty, Tenn... 2.11: 1,500,060 


c——Six Month 


Disburse- 

Assets Income ments 
$597,259,037 $ 70,441,165 $ 54,960,074 
18,707,039 2,387,230 1,762,427 
2,162,808,346 206,592,249 139,904,671 
883,904,092 102,465,650 71,327,513 
20,378,159 4,552,436 3,486,349 
4,808,752,886 523,620,268 416,052,087 
627,697,202 59,636,119 43,894,693 
1,378,033,493 111,284,481 82,531,445 
2,032,882 665,160 511,075 
10,420,759 4,052,674 3,447,652 
3,825,587 495,544 679,708 
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Protective 


OR the first six months of 1938, compared to 
the first six months of 1937, Protective Life’s 
ordinary sales (in addition to group insurance) 
were 13.6% above the average for the country as 


a whole. 


Protective Life’s assets have, during the first six 
months of 1938, increased over twice as much 
as during the first six months of 1937. 
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Presenting the Position of the Field 


Lire companies at their head offices 
realize the very great desirability of hav- 
ing the field standpoint accurately inter- 
preted and presented. It is quite natural 
for those that are aloof from the produc- 
tion side and ‘whose work is entirely de- 
voted to administrative activity not to get 
the correcteslant at all times on the prob- 
lems that confront the business getters. 
Therefore, many companies have called to 
head offices successful, potent, resourceful 
general agents to become connected with 
the production department as executives. 
The result has been most satisfactory. The 
head .office at once gets a new and fresh 
outlook on the firing line and in many in- 
stances company policy has been modified. 

Take, for example, a general agent 
located in some central part of the coun- 
try. At the least it would probably cost 
him $125 to make a visit to his home of- 
fice if he represents a far eastern company. 
If a general agent works in the Rocky 
Mountain or Pacific Coast field naturally 
the cost of a home office visit is more than 
double to go across the continent. If he 
resides in some of the southern states 50 
percent can be added to that of the general 
agent residing in the central west. 

There are problems that arise in connec- 
tion with agency work, administration of 


the office or some application for insurance 
may arise which has its peculiarities. In a 
number of instances a general agent finds 
it difficult indeed to present his side of the 
case intelligently by correspondence. In 
order to get the home office to see his 
viewpoint it really requires a conference 
where questions can be asked back and 
forth and answers given. Probably it 
means that four or five home office men 
may be in the group. 

If a general agent realizes that at the 
home office there is an executive who can 
represent him and.present what he desires 
to portray just as well as he could him- 
self it would mean a service devoutly to 
be desired. If there is no one at the head 
office who has the proper appreciation or 
understanding of what the general agent 
is trying to present, then the latter feels it 
necessary for him to go to the expense 
and spend the time to make the trip. 

In these days when production is most 
difficult and desirable business is well an- 
chored to its moorings there is the oppor- 
tunity for head offices to have someone at 
hand, broad in his view, fair in his judg- 
ment but with keen understanding, who 
can present the side of the field as it 
should be presented for the greatest 
good of all concerned. 


Creed of Successful Salesman 


James A. Preston, sales manager of the 
CoLumsus Mutua Lirg, sent out a ques- 
tionnaire to members of the $100,000 Club 
to ascertain how they got their business, 
who were their customers, how they made 
prospects out of their customers. He also 
asked what was the chief argument that 
sold the business. He received a reply 
from one agent, Frep B. HAMILTON of 
Bellefontaine, O., that he felt in a few 


words hit the bull’s eye. Mr. HAMILTON 
said, “I knew he needed insurance and I 
sold him.” That after all contains the 
creed of a successful salesman. Mr. Ham- 
ILTON does not solicit anyone that does not 
need insurance. When he realizes that a 
man should have insurance he then has his 
interest at heart and endeavors to make 
him see the light. The success of this 
creed speaks for itself. 


Being Bombarded by Identical Messages 


THoseE that have been in public relations 
work for some time are very skeptical as 
to whether a bombardment of telegrams of 
the same wording sent to legislators or 
other public officials really hit the mark 
and they really may be a detriment and 
defeat their objective. A person who re- 
ceives a number of these and finds that the 
wording is identical without a personal 
touch of any kind takes it for granted that 


these are sent out at the command of some 
organization or person and that the sender 
may or may not feel a real interest in the 
message. Those who have had the longest 
experience say that a personal telegram or 
letter with some individual color to it, 
some special argument that is worth while 
and a wording that has not been suggested, 
carries far more weight than a heavy bom- 
bardment of perfunctory telegrams. 


Fine Training School of Old Days 


IN DAYS gone by many concerns em- 
ployed men stenographers. Some used 
girls for the ordinary run of work and 
men for private secretarial duties. Some 
had young men in stenographic posi- 


tions all through the office. This was 
found in insurance offices to be a most 
excellent training school for young men 
who were ambitious to advance. Tak- 
ing dictation from men higher up and 





having the opportunity to observe what 
was going on, being in close contact 
with key people, they learned much 
about the business. 

After a young man had become quite 
well seasoned and the management felt 
sure that he could follow a more im- 
portant course, he was promoted. Many 
of these young men occupied later re- 
sponsible positions and gave a good ac- 
count of themselves. 

As the years went by the employment 
of men stenographers was discontinued 
so far as insurance offices were con- 


cerned unless it might be executives jp 
high positions who desired a male see. 
retary. Today for the most part young 
men fight shy of stenographic jobs ang 
in fact it is very difficult to secure young 
men who are stenographers. This js 
due to the fear that they would be re. 
garded as effeminate. These positions 
are filled by young women. Undoubt. 
edly economy was the motive back of 
the employment of women. At the same 
time insurance offices undoubtedly haye 
lost the opportunity of training young 
men in a very efficient school. 








PERSONAL SIDE OF BUSINESS 





Miss Joyce D. Stone of Melbourne, 
Australia, and George L. Hunt, vice- 
president New England Mutual Life, 
were married in Wellesley, Mass. The 
attendants were Mr. Hunt’s daughter, 
Susan R. Hunt, and Dr. Frank W. 
Stone, brother of the bride. Mrs. Hunt 
is a graduate of Melbourne University. 
The last few years, in addition to visits 
to the United States, she has lived in 
London, France and Switzerland. 


Dorothy and Barbara Ann, 10 and 3 
years respectively, daughters of J. H. 
Brennan, manager Fidelity Mutual Life, 
Chicago, were severely burned at their 
home there when they overturned on 
themselves a large pan of hot water. 
Dorothy’s legs were scalded and the 
younger daughter suffered burns about 
the face and shoulders so severe that 
she was sent to a hospital. 


Mansfield Freeman, board chairman 
United States Life, is on an extended 
tour of inspection, visiting agencies in 
Honolulu, Shanghai, Tientsin, Hong- 
kong, Peiping and Canton, China; Ma- 
nila, Philippines, Singapore and other 
cities on the Malay peninsula, and Ba- 
tavia in Java. Mr. Freeman speaks and 
writes Chinese fluently. The company 
also has established agencies in the Ca- 
nal Zone, in all principal cities of Co- 
lombia, South America and the Nether- 
lands West Indies. Offices and affilia- 
tions in key cities in most of the im- 
portant countries enables the United 
States Life to offer world wide life in- 
surance service. 


Sons of two Indianapolis life insur- 
ance executives were seriously injured 
in an automobile accident near that city. 
They are: W. A. Tidwell, Jr., 20, son of 
William A. Tidwell, supervisor of the 
State Mutual Life, and Joseph Caper- 
ton, 20 son of E. H. Caperton, agency 
supervisor of the Hearthstone Life. 


George W. Hubbell, vice-president 
United States Life, Aug. 16 completed 
50 years’ service with the company and 
was tendered a luncheon by the execu- 
tives. He was presented a fine gold 
watch by Mansfield Freeman, chairman, 
on behalf of the board. Mr. Hubbell 
started as a clerk in the actuarial de- 
partment, studying actuarial methods in 
the practical school of experience. In 
1906 he succeeded W. T. Standen as 
actuary, holding the post until 1929. In 
1922 he also became secretary and in 
1929 vice-president. For several years 
he served in the three capacities. He 
was born in 1865 at New York. His 





connection with insurance commenced 
with the Insurance Company of North 
America, .which he left after eight 
months to join the United States Life 


Sidney Salomon, Jr., million dollar 
producer of the Equitable Society in 
St. Louis, participated in the golf tour. 
nament of the Chicago District Asso- 
ciation and for the second time in three 
years won his way to the final round 
in the tournament. Although he lost 
a very difficult match in the finals, he 
had the distinction of defeating the 
tournament medalist in the semi-an- 
nual final round. Mr. Salomon i: 
only 29 years old and is one of the 
youngest members of the Million Dol- 
lar Club. 


Henry O. Regner, district agent 
Northwestern Mutual Life at West 
Bend, Wis., was elected commander of 
the Wisconsin department of the Ameri- 
can Legion at the annual state conven- 
tion held at Ashland, Wis. Mr. Regner 
also has a fire and casualty agency 
there. 


George A. Harper, recently named 
agency field supervisor for the Bankers 
Life of Iowa, who is an ardent booster 
for the Cleveland Indians baseball team, 
was presented three small turned base- 
ball bats, mounted on a polished base 
and supporting a regulation-sized base- 
ball on which are the autographs of all 
members of the Indians’ team, by mem- 
bers of the Cleveland agency in appre- 
ciation of his service as their acting 
agency manager the first six months of 
this year. 


Twenty-nine apps in his first 23 days 
as a Bankers Life of Iowa salesman 1s 
the record of George Potter, superin- 
tendent of the Chatfield, Minn., schools. 
“Do you think I could continue for 1? 
months as I have during the past 
month?” Mr. Potter asked his agency 
manager. “I wish school didn’t ever 
start!” 


A. W. Brubaker of Lancaster, Pa. 
who is a practicing attorney, a C.LU. 
and author of “Life Insurance Hand- 
Book and Estate Guide,” and “A Life: 
time to Saving—Then What?” has got 
out a very excellent and_ practical 
pamphlet entitled “Reducing Estate 
Shrinkage Through Adequate Planning, 
which he sells for 50 cents. Mr. Bru- 
baker is a practical life insurance maf 
and in connection with his work he em- 
ploys his legal and technical knowledge. 
In the booklet he refers to the sources 


— 
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of estate shrinkage, gives an analysis of 
an actual estate and brings out the in- 
come tax problems, probate shrinkages 
and then provides a recommended plan. 
He has a program to conserve estates. 
This pamphlet is one that should be in 
the hands of all life insurance men. It 
has a lot of excellent material in it and 
one that can be used to great advantage. 
Mr. Brubaker is an agent of the Colum- 
bus Mutual. 





R. Clinton Meadows, manager Na- 
tional Life of Vermont at Binghamton, 
N. Y., was its leading personal pro- 
ducer in the club year recently ended. 
In topping the producers, Mr. Meadows 
also qualified for the Million Dollar 
Round Table of the National Associa- 
tion of Life Underwriters. This per- 
sonal selling job has been done in ad- 
dition‘ to a very consistent development 
of his agency covering about 20 coun- 
ties in New York state. 





Owen Gallagher of Boston, for 12 
years an industrial agent with the Met- 
ropolitan Life, and author of the meas- 
ure to exempt agents from lapses passed 
by the last legislature, is appealing to 
insurance agents to support his candi- 
dacy for state treasurer of Massachu- 
setts. 





Dr. D. E. W. Wenstrand, medical di- 
rector Northwestern Mutual Life, has 
entered the grandfathers’ group with the 
birth of a daughter to his son and 
daughter-in-law, Mr. and Mrs. Eric 
Wenstrand of Evanston, IIl. 





M. H. Boyce, local agent of Belvidere, 
Ill, died at the age of 72. He had been 
a life long resident of Belvidere. 

He was secretary of Lincoln Protect- 

ive Association, a local burial society, 
which levies an assessment of $1 at 
death of each member. Circuit Judge 
W. L. Pierce is president of this society 
which was organized in 1916. 
_Mr. Boyce was for many years an ac- 
tive organizer and field man for the 
Royal Arcanum. He was a general 
agent for North American Accident. 


In the Nebraska primary M. F. Mul- 
vaney, Omaha manager Investors Syndi- 
cate and formerly Omaha branch mana- 
ger Franklin Life, secured the Republi- 
can nomination for Congress in the sec- 
ond district, 


Mr. and Mrs. A. F. Gillis of Newark 
will celebrate their 28th wedding anni- 
versary Aug. 24. Mr. Gillis has been 
with the Provident Mutual Life more 
than 16 years, eight years as general 
agent in northern New Jersey with 
headquarters in Newark. 


R. C. Newman of St. Louis sold ap- 
proximately $1,000,000 of life insurance 
in July, leading the entire agency force 
of the New England Mutual Life. For 
16 consecutive years he has produced 
upwards of $1,000,000 in new business 
annually, 


B. B. Merrill, superintendent draft 
Payment division Aetna Life group, has 
completed 40 years of service. He was 
honored by his associates, receiving a 
Wrist watch, flowers and many con- 
gtatulatory messages. i 





Officials and employes of the Aetna 
Life and Aetna Casualtv in Little Rock, 
Ark, joined in a celebration of the birth- 
day of Gordon H. Campbell, general 
agent in Little Rock. 

A special business campaign had been 
Staged by the organization for 10 days 
4 a birthday cake was presented to 
Mr. Campbell, carrying 106 candles, each 
one representing an application sub- 
mitted for this occasion. Presentation 


thc cake was made by Edwin Wil- 


Weese Leads Lincoln National 


ae B. Weese, general agent Lin- 
ational Life, Little Rock, Ark., 
ed ‘the company’s entire agency force in 
Personal paid production for July. His 


agency is fourth among all the agencies. 












Birthday Honored 











WwW. E. BIXBY 


An unusual tribute was paid W. E. 
Bixby, executive vice-president Kansas 
City Life, on his 42d birthday. Agents 
of the company forwarded Mr. Bixby 
1,018 applications for $2,183,456 of busi- 
ness on that day. Agents producing 
numbered 511 from 42 agencies in 39 
states. 

The tribute was unusual not only be- 
cause it produced the biggest single 
day’s volume the company has had in 
several years, but also because it was 
a voluntary offering from the agents 
themselves. It was not a home office 
campaign, and information about it did 
not reach Mr. Bixby until that day. The 
idea developed almost simultaneously in 
several agencies, and spread rapidly to 
include the entire field force. 

Mr. Bixby has been an officer of the 
company for 15 years. He was elected 
executive vice-president in March, 1937. 








Expect Further Increase in 


Non-Par Rates in Canada 


TORONTO—Continued low interest 
rates in Canada have led to speculation 
as to whether or not ordinary life non- 
participating premium rates are due for 
another increase. About three years ago 
there was a general revision upward in 
the rates charged on non-participating 
policies. Interest has been stimulated 
in Canada by advance in single premium 
annuity rates in the United States. A 
similar move is expected soon in Canada. 
Salesmen in some instances have been 
using this possibility as an argument to 
help the sale of ordinary life policies. In- 
quiries among a number of companies, 
however, do not indicate any general 
consideration being given to an increase 
in ordinary life rates in the immediate 
future, although the subject is always 
more or less under discussion. 

An increase in premiums soon will be 
necessary because companies have not 
yet felt the full force of the prevailing 
low interest rates, said one actuary who 
claimed that there were still many long- 
term bonds carrying fairly high inter- 
est rates in the portfolios of the com- 
panies. As these issues mature and the 
money has to be reinvested at lower 
rates of interest, the companies will feel 
the situation more and more. 

On annuities and the investment type 
of policies, increased rates are not only 
possible, but probable. Interest rates 
play a more important part in annuity 
rates than in ordinary life, as the im- 
proved mortality helps to offset ordinary 
life costs and have the opposite effect on 
annuities. 








The 1938 Unique Manual-Digest covers 
all life insurance statistics. $5. National 
Underwriter. 





MUTUAL TRUST 


LIFE INSURANCE S"=7_ COMPANY 






EDWIN A.OLSON =J cuicaco 
PRESIDENT Tey ILLINOIS 


‘as aneer al rarTuruL 
A purely mutual full level premium 3° reserve com- 


pany writing participating insurance only and at all 
ages (male and female) from birth to age 65. 


Licensed in the East as well as the West: 


Maine Illinois Michigan 
New Hampshire Wisconsin 
Vermont lowa 
Massachusetts Nebraska 
Rhode Island Minnesota 
Connecticut North Dakota 
New Jersey California 
Ohio Washington 


Men who believe they have general agency qualifica- 
tions may obtain full particulars by addressing the 
agency department. 
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‘““CALEMETER”™ 


DIRECT-MAIL ADVERTISING 





Simplifies Prospecting... 
Secures More Interviews !/ 


This attention-arresting direct-mail 
folder pictures, not Life Insurance, 
but PROTECTION, RETIREMENT, 
EDUCATION, TRAVEL, MEDICAL 
CARE, FREEDOM FROM DEBT— 
all the ambitions every man holds 
for himself and his rin & It breaks 
down the cost of any and all these 
things to SMALL CHANGE .. . to 
be deposited daily in “CALEME- 
TER" . . . the modern calendar coin 


bank! 


"CALEMETER" is the finest 'Sales-Closer" ever to be 
placed in an Insurance man’s hands! This new direct- 
mail approach gets the interview ... and "CALE- 
METER" gets the signed application. Write for full 
details. 


ZELL PRODUCTS CORP., 536 Broadway, New York, N. Y. 


C) Please... ORE ices cccccccccee Estater Calemeters @ $1.00 each for 
which I enclose $..........-+00++ , together with samples of direct- 
mail folder campaign. 

(Send sample direct mail folders only. 















AN “APP” A DAY THE CALEMETER WAY 
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NEWS OF THE COMPANIES 





To Clear Fort Wayne Slums 


Lincoln National Official Develops 
Unique Plan to Erect Prefabricated 
Houses on Idle Land 


By his unique experiment in low 
cost housing, W. B. Hall, head of Lin- 
coln National Life’s mortgage depart- 
ment, is offering a new hope for the 
solution of the knotty problem of slum 
clearance. The plan is attracting much 
attention and is written up in the cur- 
rent “Time.” Mr. Hall, impressed by 
the fact that many of Fort Wayne’s 
poor were inadequately housed while at 
the same time much outlying land was 
being held for a price rise, formed the 
Fort Wayne Housing Authority with 
$1,500,000 capital put up by the Lincoln 
National Life, the Lincoln National 
Bank & Trust Co. and Fort Wayne 
National Bank. The plan is under- 
written by the Federal Housing Ad- 
ministration. Mr. Hall is a son of 
President A. F. Hall. 

The Fort Wayne Housing Authority 
will buy idle outlying land, paying 
owners $1 a lot, but giving them an 
option to repurchase at any time at the 
same price. The authority will place 
on each lot a four-room prefabricated 
house costing $900. The rent will be 
$2.50 a week. For relieving slum condi- 
tions, the state makes the authority’s 
land and buildings free of taxes. 


To Use WPA Labor 


WPA laborers will assemble the 
houses and clear the land where this is 
necessary. When an owner repur- 
chases his land, WPA labor will take 
the collapsible houses apart, and put 
them up again on another $1 lot, a job 
that takes only 24 hours. While the 
houses will be only 32 by 20 feet, they 
will have modern kitchens and bath- 
rooms. 

The need of low cost housing in Fort 
Wayne is well shown by a study made 
recently by Investors Syndicate cover- 
ing the housing situation in 150 United 
States cities. In 50 cities whose, popula- 
tions range between 92,000 and “165,000, 
Fort Wayne’s housing cost per person 
for new construction was among the 
highest. While many of the cities in 
this population bracket show a marked 
decrease from the building cost level of 
1930, Fort Wayne’s 1937 building cost 
per person for new construction was 
$1,404, as against $1,241 for 1930. In 
the list of 50 cities, there were only five 
having a higher per person cost for new 
construction than Fort Wayne. 


“Manpower” Marks First Year 


“Manpower,” the State Mutual Life’s 
house organ devoted to recruiting, has 
just completed its first year, during 
which it has presented factual studies on 
acceptable and doubtful men, on costs 
and profits, and on the general subject 
of recruiting. One regular feature in 
each issue is a pictorial representation of 
one or more outstanding new recruits, 
which is accompanied by a full back- 
ground sketch. In connection with the 
magazine’s first anniversary. Stephen 
Ireland, vice-president and superintend- 
ent of agencies, again called attention 
to the importance of the recruiting job. 


Drive for President Clements 


A four month “Presidential Inaugura- 
tion” campaign has been launched by the 
National Life & Accident to honor C. R. 
Clements, the new president. 

_Combined records in industrial and or- 
dinary, beginning with September, are 
expected to reach new high peaks dur- 
ing the remaining 17 weeks of the year. 

Board Chairman C. A. Craig in an- 
nouncing the drive paid tribute to Mr. 
Clements’ 37 years of service. “He 
has reached his high position through 
duty always well done in an intelligent 





and capable manner. He has acquired a 
knowledge of the business, its problems 
and the problems of its field men. The 
company will go far under his leader- 
ship.” 


Nashville Company Goes 
Into Hands of Receiver 


The Andrew Jackson Assurance of 
Nashville was placed in receivership by 
Chancellor Howell Aug. 22. H. R. 
Young was named receiver. 

In its answer the company blamed its 
“insolvency” on action of the insurance 
commissioner in outlawing its “contin- 
gent endowment policy” as “gambling.” 

The petition charged that the original 
president, J. P. Drake, had resigned 
within the past few days and left the 
state. The answer pointed out that in- 
struction letters from the insurance com- 
missioner on May 12 and July 15 had 
prevented collection of premiums or 
doing any further business. 

The contingent endowment policy 
ruled illegal was explained as a group 
whereby No. 1 on the list would receive 
benefits equal to those paid out to bene- 
ficiaries of any deceased member. Then 
No. 2 in the group would go to the 
head of the list with the same poten- 
tial benefits. The ruling of illegality 
was based on the contention that mem- 
bers of the group had no valid insurable 
interest in each other. 


Joins Kansas City Life 

KANSAS CITY, MO.—W. T. White- 
head has joined the agency department 
of the Kansas City Life and will work 
with it and the educational division in 
developing plans and methods to enable 
field men to increase earnings. For 
several years Mr. Whitehead was with 
the agency division of the Northwestern 
National Life. He was its instructor in 





the field, and was successful in training 
agents in production methods. Later he 
became its supervisor of field research. 
He was for eight years a successful per- 
sonal producer before going with the 
Northwestern National. Prior to his 
insurance experience he was engaged in 
income and estate tax work, both as 
tax investigator for the department of 
internal revenue and as consultant. 


Halt Two “Aid Associations” 


LANSING, MICH.—Termination of 
the operations of two more small De- 
troit burial benefit associations, the 
Aetna Aid Association and Allied Aid 
Association, will be asked of the attor- 
ney general’s department by Commis- 
sioner C. E. Gauss. : 

Examination of the Aetna Aid showed 
income from Dec. 15, 1936, to Aug. 8 of 
only $510. Disbursements equaled the 
income, there are no assets, and liabili- 
ties total $179. The Allied Aid’s income 
from March 1 to Aug. 8 was $343, with 
liabilities of $224 and no assets. 


Business Men’s Dividend 


The second 1938 dividend has been 
paid by the Business Men’s Assurance, 
amounting to $6 a share, making the 
total payments for the year $12 a share, 
compared with $10 in 1937 and 1936. 


Standard Life’s Radio Station 


The Standard Life of Jackson, Miss., 
is erecting a’ new radio station, WSLI, 
recently approved by the Federal Com- 
munications Commission. Studios will 
be in the Standard Life building. Broad- 
casts will be on a frequency of 1420 
kilocycles. 


Carswell with Occidental 


A. C. Carswell, formerly with the 
London Life and Confederation Life, 
has been appointed Canadian head office 
branch secretary of the Occidental Life, 
Canadian headquarters of which are at 
London, Ont. 








As SEEN FROM CHICAGO 





FULLER OUTING HELD 


The W. S. Fuller ordinary agency of 
the Prudential in Chicago held its first 
annual field day at La Grange Country 
Club. D. C. Humes won the comic lov- 
ing cup for low gross. With a one 
pound black coffee can for a base, and a 
combination of funnels, a jigger and a 
percolator, the cup looked like the real 
thing from a distance. M.S. Prost won 
a year’s subscription to THE NATIONAL 
UNDERWRITER for the highest score on 
any one hole. Paul J. Ryan won a 
shovel for being in the sand traps the 
most times and P. W. Peterson a water 
pump for proficiency on the water holes. 
Harold Berg had the most sevens. 


HASTIE AGENCY OUTING 


The John R. Hastie agency of the 
Mutual Life of New York at Chicago 
held its summer outing at the Olympia 
Fields Country Club, the participants in- 
dulging in golf, swimming, tennis and 
bridge. There was a dinner following 
the afternoon festivities. The golf prize 
winners were as follows: Hugh Duvall, 
G. A. Eddy, W. A. Glynn, O. C. 
Roessler, cashier, Ben Steinfeld, John O. 
Bearden, J. W. Smith, E. C. Lipton, E. 
S. Main, Fred C. Winship. 


LEVINKIND’S ADVICE GIVEN 

Morris Levinkind of the Columbus 
Mutual Life in Chicago, speaking before 
the agency convention stated that in or- 
der to reach success in life insurance sell- 
ing it is necessary for an agent to thor- 
oughly enjoy his work and glory in it. 
He should take his business quite seri- 
ously but not himself. He should ever 
maintain a proper mental attitude and 
not be swept away by emotions or im- 
pulses. His outlook on life and his work 
should be right. He should carry suffi- 





cient life insurance himself in order to 
back up his appeal. He should keep his 
whole house in order. It is necessary, 
Mr. Levinkind thinks, for a salesman to 
organize himself, keep along a definite 
road and have a concrete program. He 
should determine to write a certain 
amount of business to be used as a goal. 
He should hold a personal service for 
his clients that is worth while and 
should appreciate what it will do. He 
should give all his time to his life in- 
surance work and write many cases. It 
is necessary, he said, to see the people 
in order to get business. 


W. H. SIEGMUND CHAIRMAN 


W. H. Siegmund, brokerage super- 
visor of the C. J. Zimmerman agency 
of the Connecticut Mutual Life in Chi- 
cago, has been named chairman of the 
business dinner committee of the Junior 
Association of Commerce of Chicago. 
Meetings will be held in October, Jan- 
uary, March and June. The annual civic 
award is to be made at the meeting to 
be held in January, and the installation of 
officers will take place in June. Mr. 
Siegmund has taken an active part in 
the Junior Association’s affairs for a num- 
ber of years. He was a director last 
year, and has served two terms as chair- 
man of the safety committee. He has 
also been chairman of the national de- 
fense committee of the S. Junior 
Chamber of Commerce. 


SUCCESSFUL “CAPACITY” DRIVE 


In a one-day “capacity” drive the 
William M. Houze general agency of 
the John Hancock Mutual Life in Chi- 
cago completed 44 applications for $245,- 
659 of new business. Every agent but 
six produced, two of the six being large 
producers who were on vacations. The 


vention cruise when his office wi 





capacity day campaign was announcej, 
week ahead of time but no definite dy, 
was set. Daily bulletins built up «, 
drive and at the Monday morning agen, 
meeting it was announced that the driy 
would be held on Wednesday. A ste 
breakfast was held at 7 a. m., with th 
admonition that those who were li 
would get no breakfast. The progre, 
of the drive was posted hourly on th 
bulletin board in the agency room anj 
the office staff stayed on duty until, 
o’clock, the closing time for the drive 
to take care of the business. Each agen; 
was given a special form on which fe 
reported his interviews, calls and sale 


O. SAM’S SON NOW AN AGENT 


William Cummings, son of Presiden: 
O. Sam Cummings of the National As. 
sociation of Life Underwriters, has ep. 
tered the insurance field with the R § 
Edwards agency of Aetna Life in (hi. 
cago. After attending Northwester 
University two years he took the 
Huebner course at the Wharton school, 
University of Pennsylvania, and then 
proceeded to pass all of the C. L. U. 
examinations. O. Sam Cummings js 
Texas manager of Kansas City Life, 


BUDINGER AGENCY GOING STRONG 


The F. J. Budinger agency of the 
Franklin Life, Chicago, in July paid 
for the largest volume of business since 
December, 1936. S. Eckstone, William 
Edmonds, and Leo Mauloff, were leai- 
ers, they and Mr. Budinger being four 
out of ten leaders countrywide in July 
in personal production. 


SUPERVISORS ON CRUISE 


_The Chicago Life Supervisors Asso- 
ciation held a good fellowship cruise on 
Lake Michigan Wednesday evening. 


SALES MEETS 


Pacific Mutual General 
Agents to Meet in Houston 











General agents of the Pacific Mutual 
Life attending the annual convention of 
the National Association of Life Under- 
writers in Houston will hold a pre 
convention meeting of their own agency 
association Sept. 19. 

They will hold a series of conferences 
with home office officials from Los An- 
geles dealing with production plans 
incident to the six months’ Treasure 
Island marathon campaign and the fall 
production drive centering around the 
inter-agency contest. 

In addition to executives of the Ger- 
eral Agency Association a large number 
of general agents from the various s¢¢- 
tions of the country will attend. D. ¢. 
MacEwen, vice-president and supefin- 
tendent of agencies; William Breiby, 
vice-president, and Floyd Forker, man- 
ager of sales promotion, will be present 
from the home office. 


North American Green Bay Rally 


Paul McNamara, vice-president North 
American Life, Chicago; C. Ash- 
brook, agency director, and George 
Melberger, head of the policy depart 
ment, were guests at the mid-summét 
conference of the Green Bay, Wis. 4is- 
trict agency under the direction ® 
Joseph Moore, branch manager. It was 
announced that Mr. Moore and sevén 
of his field men had qualified to attend 
the company convention at Winmipes 
Sept. 17. 


Will Have Convention Cruise 


E. B. Brink of Detroit, state managtt 
of the Mutual Benefit Health & Acct 
dent and United Benefit Life, has com 
pleted arrangements for the annual 7 
host to 175 Michigan agents as well 3% 
branch managers and agents from sur 
rounding states and Canada. The ese 
will be a four-day affair on the Great 
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Lakes on board the “Seeandbee.” The 
party will visit the Soo, cruise through 
Georgian Bay, spend an evening at 
Mackinac Island, dock at Green Bay, 
Wis, and then reach Chicago, Sept. 2 
ior a sightseeing tour. The home of- 
sce will be represented by D. A. Long, 
W. D. Huggins and Floyd Holdren. 
Other guests will be R. W. Sullivan, 
manager at Cleveland; H. W. Swisher 
at Columbus; C. O. Gurney at Cincin- 
nati and Rush Kirkham at Toledo. Ken 
Curry, agency organizer for Canada with 
headquarters at Toronto, will also be a 


guest. 


To Expand Kansas Business 


The State Farm companies of Bloom- 
ington, Ill, have launched an intensive 
campaign for more business in Kansas. 
John A. Gronner, Kansas state man- 
ager, and W. D. Stegner, sales super- 
visor from the home office, held district 
aid special agents’ conferences in To- 





peka, Dodge City and Wichita. The 
companies have indicated they will 
double their Kansas sales force. 





Wisconsin Life Meeting 

Sixty representatives of the Wisconsin 
Life attended a meeting in Milwaukee 
under the direction of W. F. Turck, 
general agent there. Paul N. Reynolds, 
executive secretary Wisconsin Taxpay- 
ers Alliance, spoke on the importance of 
laa government and tax prob- 
ems. 


People’s Life Convention 

Annual convention of the People’s 
Life of Indiana will be held at the Golf- 
more Hotel, Grand Beach, Mich., 
Sept. 7-8. 


Frank Marks, Little Rock district 
manager of the Life & Casualty, is the 
first man to qualify for the New York 
World’s Fair trip offered by his com- 
pany. 











VIEWED FROM NEw YORK 





' By R. B. MITCHELL 
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Name Savings Bank Life Trustees 


Four prominent savings bankers have 
been appointed as trustees of the gen- 
eral insurance guaranty fund of savings 
bank life insurance in New York. They 
are Andrew Mills, Jr., president Dry 
Dock Savings and president of the New 
York State Savings Bank Association; 
E. A. Richards, president East New 
York Savings Bank of Brooklyn; W. G. 
Green, president New York Savings 
Bank, Manhattan, and Smith Sheldon, 


‘trustee of the Monroe County Savings 


Bank of Rochester. Paul Taylor, dep- 
uty superintendent in charge of savings 
bank life insurance, is a trustee and will 
preside at the meetings. 

The four trustees will assume their 
duties at once, serving without com- 
pensation. They are to act as an ad- 
visory board to assist the superintendent 
of insurance in directing the affairs of 


| this new phase of life insurance, which 


goes into effect the first of the year. 
They will have direct supervision of 
the general fund authorized by the law 
creating savings bank life insurance. 
Eight or ten banks have signified a 
desire to go into the savings bank life 
insurance plan and it is thought that 
there will be more by the time the plan 


| Decomes effective. 





Kramer Made Agency Cashier 
The A. H. Jones agency of the Mu- 


tual Life in New York City has pro- 


moted Samuel Wilson from brokerage 
Joseph 
Kramer, head of the application depart- 
ment, succeeds Mr. Wilson as brokerage 
! Wilson _ started 
with the Mutual Life at the home office. 
He is a graduate of St. Louis Univer- 
sity. In 1931 he joined the Adams 
agency to which Mr. Jones later suc- 
ceeded as manager. 


Newark Men Qualify 


Nine members of the Newark branch 
otice of the Connecticut General Life, 
including Manager F. M. Minninger, Jr., 
lave qualified for the eastern regional 
ene at Swampscott, Mass., Sept. 
a D. B. McEwan qualified his first 
Tee months in the business and N. 


a Gridley qualified in his first four 





Cerf Names 10 Chairmen 


_ President L. A. Cerf Jr., of the New 
tore City Life Underwriters Associa- 
pe —_ named the following commit- 
fe airmen: L, L. Lifshey, New York 
cum Cooperation with legal reserve life 
ety? teat fT. M. Riehle, Equitable So- 
vanes 941 National convention; J. M. 
wane Connecticut Mutual, radio pro- 
niliek: M. T. Billson, Aetna Life, 
rovia Ive activities; C. D. Connell, 
vere Mutual, law and legislation; 
educ nin Salinger, Mutual Benefit Life, 

ational course: H. A. Lowenheim, 








Mutual Benefit Life, exhibit space; C. 
Preston Dawson, New England Mutual, 
cooperation with chambers of com- 
merce; W. M. Carroll, Jr., Berkshire 
Life, cooperation with life managers and 
general agents; C. W. Smith, Connecti- 
cut Mutual, cooperation with super- 
visors. 





Alva Johnston to Reply 


Alva Johnston, author of the article, 
“Jimmy’s Got It,’ which appeared in a 
recent issue of the “Saturday Evening 
Post,” it is understood, intends to com- 
pose another article that will discuss the 
reply of James Roosevelt “I’m Glad 
You Asked Me” that appeared in the 
last two issues of “Collier’s.’ Mr. John- 
ston states he is not a whit daunted 
by James Roosevelt’s answer and that 
he has a lot of material which he has 
not yet used. 

The inference is that the second in- 
stallment from the pen of Mr. Johnston 
will be largely of a technical insurance 
nature which the public would not read- 
ily comprehend but which would be eas- 
ily understandable to insurance people. 
Hence the speculation is as to whether 
the rejoinder by Mr. Johnston will ap- 
pear in the pages of the “Saturday 
Evening Post” or in some other publi- 
cation. 








ASSOCIATIONS 


South Carolina Elects 


The South Carolina State Association 
of Life Underwriters at its annual con- 
vention at Columbia, S. C., elected P. 
T. Manning, Florence, president; and 
the following vice-presidents: Perrin 
Dargin, Spartanburg; Henry Dickman, 
Florence; Frank Whitlock, Greenville; 
E. H. Davis, Columbia, and Kenneth 
Bristol, Charleston. The secretary- 
treasurer post is appointive. Mr. Man- 
ning succeeds J. Lester Perkins, Co- 
lumbia. Bennett Davenport, Columbia, 
is the retiring secretary-treasurer. 


Smith Is Boston Secretary 


Gardiner A. Smith, a gradaute of 
Massachusetts Institute of Technology 
in 1932, and recently engaged in statisti- 
cal and research work for a Boston 
investment house, has been appointed 
executive secretary of the Boston Life 
Underwriters Association, to succeed 
John M. Hughes, who recently went to 
New York City as secretary of the New 
York City Life Underwriters Associa- 
tion. Mr. Smith is a native of Canada 
but has lived for some time in Somer- 
ville, Mass. 











Los Angeles—-The first fall forum 
meeting will be held Aug. 30 with J. P. 
Davies, Northwestern Mutual Life, speak- 
ing on “An Insured Investment.” Mr. 
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Lets Get Together! 


AT THE 


16™ ANNUAL CONVENTION 
SEPTEMBER 12-13 


ani 


OYSTER HARBORS CLUB 
OSTERVILLE, MASS. 


"....to0 enjoy the certain benefits of a 
closer association and cooperation with 
our colleagues....to exchange accurate 
and reliable information of value rela- 


? 


tive to the advertising of insurance.... : 


— FROM PREAMBLE, I. A. C. CONSTITUTION 


Your representative will be welcome 
SET BY ALEX. G. HIGHTON, NEWARK, N. J. © TYPE STYLIST 
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PROVIDENT 


registers gains for 
first half of 1938 


$118,000 gain in total premium income, 
or 3.2% above corresponding period of 
company’s Golden Jubilee Year of 
es 66 


Life Department gained 10°, in pre- 
mium income; increased Ordinary in 
force by over $3,000,000.00 .... 


Accident Department gained 8.5% in 
premium income... . 


Congratulations to a Field Force cap- 
able of such accomplishments. 


PROVIDENT 
Life and Accident 


Insurance Company 
Chattanooga—Since 1887—T ennessee 
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Pure Protection 
LOW COST 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 








Life Insurance in itself is inexpensive 


We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessary to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE LIFE INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


“THE SUN NEVER SETS ON AN UNPAID CLAIM” 





























THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 
to 64 next birthday. 

—_O———_- 


A POLICY FOR EVERY PURSE AND PURPOSE 


—__o-——__ 


Bernard L. Connor 
SECRETARY 


Basil S. Walsh 
PRESIDENT 


John J. Gallagher 
TREASURER 


Independence Square Philadelphia, Penna. 

















SELL THEM WHat 


Sell the public 
what it wants — 
complete personal protection. You can 
build a good volume with the Federal 
Life and Casualty's accident—health—life protection for both men 
and women and juvenile life for children. Territory open in 30 states. 


FEDERAL LIFE AND CASUALTY CO. 


DETROIT - - - MICHIGAN 





Davies formerly was educational direc- 
tor of his company, and also had been 
general agent of the Penn Mutual Life 
and sales manager of the Curtis Air- 
plane Co. 


Albuquerque, N. M.—W. J. Erbe has 
resigned as national committeeman for 
the New Mexico association and E. O. 
Zander is appointed to fill the unexpired 
term. 


Salt Lake City—dActivities will be re- 
sumed Sept. 8 with a dinner at the Salt 
Lake Country Club. President F. J. 
Wagstaff, Mutual Life of New York, will 
give an address of welcome. Carl R. 
Marcusen, president Pacific National 
Life, will introduce the toastmaster, 
John D. Spencer, New York Life, char- 
ter member of the Utah association in 
1905, and its first president. Speakers 
will include J. R. Clark, Jr., vice-president 
Beneficial Life and formerly ambassador 
to Mexico, and Commissioner Neslen. 


———— 


Specially invited guests include Gove, 
nor Blood, Mayor Wallace, President 4 
J. Grant, Beneficial Life, and Mrs. Gray; 
officers of the Ogden and Cache Valjy 
associations, and their wives. ’ 


San Francisco—Headed by V. T. Mo. 
schenbacher, manager of Sun Life, preg, 
dent of the San Francisco associatig, 
the delegation from this city attending 
the convention of the National associa. 
tion at Houston will include A, x 
Deutsch, Equitable Society; H. K. (a. 
sidy, Pacific Mutual Life; J. M. Hani 
Equitable, San Francisco, national oy. 
ecutive committeeman; Henry E. North, 
vice-president Metropolitan Life, anj 
J. A. Smithies, superintendent of age. 
cies Metropolitan Life. 


Chicago—An all committee meeting 
was held to make plans for the coming 
year. An intensive program is being 
planned. 
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in Policy Literature, Rate Books, etc. 


PRICE, $5.00 and $2.50 respectively. 


LIFE POLICIES 


RADER 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively, 





Columbus Mutual’s Policies 


Two New Contracts in Its “Guar- 
antor” Series Have Been Completed 
and Are Now Being Issued 


The Columbus Mutual Life has 
brought out the third of its “Guarantor” 
policies. The “Independence Guaran- 
tor” was issued Jan. 1 and so far this 
year 12 percent of its business has been 
written on that form. The primary pur- 
pose of this plan is to provide an in- 
come beginning at age 65 amounting to 
$100 per month and continuing as long 
as the assured lives. At his death re- 
gardless of how many years the income 
has been paid there is an immediate cash 
payment to his estate amounting to 
$2,000. The $100 monthly income is on 
the straight annuity plan and conse- 
quently there are no refunds of the un- 
earned annuity if death occurs shortly 
after age 65. The assured has a num- 
ber of options. The policy is written 
for $12,173. The company will write not 
less than half a unit which is $6,085. 


“Preferred Guarantor” 


It has just brought out the “Preferred 
Guarantor” which is written on the com- 
pany’s preferred risk ordinary life plan. 
The unit is based on $6,085 insurance. 
The “Preferred Guarantor” guarantees 
to mature in case of health failure by 
paying $50 a month as long as the pol- 
icyholder is disabled. It guarantees full 
maturity even though death interrupts 
its purchase by giving an immediate 
cash payment of $1,000. It guarantees 
to pay $50 a month for approximately 
10 years, this being in addition to the 
$1,000 immediate cash payment. It guar- 
antees a predetermined value payable in 
cash or as a loan it is available as an 
emergency fund. It guarantees a defi- 
nite market value at age 65, which will 
yield a monthly income as long as the 
policyholder lives. 


“Independence Guarantor” 


The first of the series, the “Independ- 
ence Guarantor” pays an income of $100 
a month as long as one lives starting at 
age 65 and it guarantees an immediate 
cash payment to the estate amounting to 
$2,000 when death comes. It guarantees 
to mature in case of health failure by 
paying $100 a month income as long as 
one is totally disabled until age 65. It 
provides a cash value. It guarantees full 
maturity even though death interrupts 
its purchase by giving the estate an im- 
mediate cash payment of $2,000 and $100 
a month income to the family for 10 
years. 

The third of the series is the “Emerg- 
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turity even though death interrupts it 
purchase, giving the family or estate a 
immediate cash payment of $1,000. It 
guarantees in case of death prior to ag 
60 to pay the family $50 a month for 10 
years that being in addition to the cash 
payment of $1,000. It guarantees to m- 
ture in case of health failure by paying 
$30 a month as long as the policyholder 
is totally disabled until age 60. This 
policy may be converted at a later date 
without physical examination to either 
the “Preferred Guarantor” or the “In- 
dependence Guarantor.” 
Sample rates of the “Independence 
Guarantor” are as follows: 
Full Unit $13,200 
Including Without 
Disability Disability 
Annual 
$198.20 
220.00 
255.00 
302.20 
367.50 
462.00 
607.00 
851.50 


Preferred Guarantor Rates 


Sample rates of the “Preferred Guar- 
antor” follow: 
Unit of $6,085 


Including Without 
Disability Disability 


Emergency Guarantor Rates 
Sample rates of “Emergency 
Guarantor” follow: 
Unit of $6,085 


Term at Age 60 hly 
Prem. with Dis. Inc. of $30.00 Month} 
Annual 


the 
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Navy Mutual Aid Proposes 
Change to Level Premium 


The Navy Mutual Aid Association a j 
asking its members to vote on 4 sie 
posal to change from an assessment < 
level premium plan beginning Jan. i” 
Results of the poll will be announct 
about Nov. 1. Under the suggested Pt 
gram, $7,500 insurance will be issue “4 
the level premium plan paid up to 48, 
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have to take the new plan and the ma- 
jority of the present membership will be 
changed to the level premium rates. 
The balance of the members who have 
not. accumulated a sufficient reserve to 
change to a level premium basis will be 
continued on the present plan which 
will provide the maximum benefit of 
$9,000 and assessments payable to age 
34, The level premium rates will re- 
duce the total cost of insurance. For 
example a member entering at age 18 
with paid up insurance at 60 will pay 
$3,780 premiums under the level plan, 
costing $4,670 at the present assessment 
rates. Other ages and plans are in pro- 
portion. The following are the proposed 
annual premiums for $7,500 insurance: 
—Paid up at 


Age Age60 Age65 <Age70 <AgeT75 
1050-. >. $ 95.70 $ 92.48 $ 90.30 $ 89.03 
| ee 12.88 107.85 104.63 102.75 
| eee 136.85 128.40 123.388 120.45 
SGices 170.40 157.05 149.03 144.38 
Weeks. « 222.30 198.30 184.50 176.78 
45, cue 307.73 259.73 234.45 221.03 
fT ee 472.73 358.65 307:50 282.30 





New Appointments 
by Equitable 





(CONTINUED FROM PAGE 9) 


by W. J. Graham, vice-president of the 
Equitable Society at a luncheon meet- 
ing of South Dakota agents. Mr. Gra- 
ham came here from New York City to 
open the new territory which has been 
created by separation of South Dakota 
from the jurisdiction of Equitable agen- 
cies at Minneapolis and St. Paul. Also 
present to pay their respects were Les- 
lie Jensen, governor of South Dakota, 
and P. J. Dunn, commissioner of insur- 
ance. 

The luncheon also took the form of 
a tribute to a veteran Equitable leader, 
F, E. Sexton, district manager here since 
1931, who is retiring from Equitable 
service because of poor health. He has 
been an outstanding insurance man in 
Minnesota and South Dakota for a quar- 
ter of a century. 


Mr. Poole’s Career 


Mr. Poole came into the insurance 
field after several years experience as a 
hotel man. Born at Loyalton, S. D., on 
Sept. 10, 1893, he attended the Northern 
State Teachers College and was man- 
aging the Sherman Hotel in Aberdeen 
when Mr. Sexton pursuaded him to 
come into the life insurance business. 
He has been with the company since 
1927 and has served as district man- 
ager at Aberdeen from 1934, where he 
built up a successful unit. He has been 
an outstanding personal producer and 
has achieved a membership in an Equit- 
able agency club each year since 1927. 

lark L. Hansen, who has been with 
the Equitable since 1926 becomes the 
new district manager for Sioux Falls. In 
1933 he was appointed field assistant at 
Mitchell, S. D. He was born March 13, 
1905 at Sargeants Bluffs, Iowa and at- 
tended Lincoln University at Lincoln, 
Neb. Richt from the start he was an 
Outstanding producer. 


Manacemen [T 


A. F. White Heads Cashiers 


Group in San Francisco 




















Albert F. White, Phoenix Mutual 
Life, was elected president of the Life 
Agency Cashiers Association of San 
Francisco at the first anniversary ban- 
quet. Mr. White succeeds T. F. Hoag 
of the Penn Mutual Life. Victor G. 
Benedict, Lincoln National Life, who 
served as secretary for the past six 
oe was elected vice-president; C. 
; illiam Toon, Union Central, former 
pratures, was named secretary, and B. 

- Gillogly, Pacific Mutual, was named 
treasurer, 

The association’s research committee 
was active during the year, publishing 
a brochure, “Notes on correct telephone 





usage and phraseology for life agency 
officers.” It also made surveys on office 
hours observed by the various local 
offices and on the use of form letters. 
An analysis of the California community 
property law was issued. 

‘President Hoag reviewed activities. 
The development and growth of the 
Pacific Mutual Life during its 70 years 
was related. by Bronson B. Gillogly, its 
cashier. 





Minnesota Managers Meet 


MINNEAPOLIS—State agents and 
managers of several of the life com- 
panies operating in Minnesota held a 
golf party and dinner at the Minneapo- 
lis Golf Club this week to further inter- 
est in the newly organized state associa- 
tion of life underwriters. 


Chicago Outing 

The Chicago general agents and man- 
agers section of the Chicago Life Under- 
writers Association held an outing at 
the Edgewater Country Club. 











AGENCY CHANGES 




















T. C. Corley with Occidental 


T. C. Corley, for the last 2% years 
agency supervisor for the C. L. Durrett 
agency of the Pacific Mutual Life in 
Arkansas, has been appointed general 
agent at Little Rock for the Occidental 
Life by E. L. Roberts, division manager 
for Louisiana and Arkansas. 

Mr. Corley started in the insurance 
business 25 years ago as an office boy 
in the Little Rock agency of the Mutual 
Life of New York. He became cashier 
there and later in Indianapolis, New 
Orleans and Los Angeles. In 1921 he 
went into the field and made the $250,000 
Field Club his first year. Later he 
served as district manager in Arkansas. 


Two District Managers Shifted 


The Moses agency of the Equitable 
Society in Little Rock, Ark., has shifted 
E. B. Schicker, formerly in charge of 
the Little Rock district, to Jonesboro, 
replacing L. M. Wilson, who was trans- 
ferred to Texarkana to replace James 
Case. Mr. Case recently withdrew from 
active service on reaching retirement 
age. The general office at Little Rock 
will handle the local district. 


Heads Estate Department 


Thayer Quinby, general agent Colum- 
bian National Life in Boston, has 
appointed Norman K. Wiggin manager 
of the estate conservation department. 
Mr. Wiggin has been with the Home 
Life, where he qualified for the Presi- 
dent’s Club, and more recently with 
Boit, Dalton & Church of Boston. 


Appointed Toledo Manager 


The Reliance Life has appointed R. 
Earle Powless, a Fremont, O., life agent, 
as manager in Toledo. Mr. Powless 
= 10 years’ experience in the life 

eld. 


Name Raitt at Ainsworth 


The Guarantee Mutual Life of Omaha 
has appointed Roy D. Raitt general 
agent at Ainsworth, Neb., covering 
northwestern Nebraska and southwest- 
ern Dakota. 


M. F. Duke Is Promoted 


M. F. Duke, assistant in R. E. Moore’s 
Chattanooga industrial office of Inter- 
state Life & Accident, has been pro- 
moted to industrial contact man for the 
company. In the four states where the 
company operates Mr. Duke will call 
on the industrial offices. He was the 
leading assistant during the last fiscal 
year and will be ranking delegate at the 
Interstate’s annual convention at Biloxi, 
Miss., Aug. 26-27. Ray Freeman has 
joined Mr. Moore’s office as an agent. 
M. C. Couser has been appointed assit- 
ant to succeed Mr. Duke. 





















Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 


Assistance in the Field Home Office Co-eperation 


GLOBE LiFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 








Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 
Warre Us Topay ror Parricutars 


431 South Dearborn Street Chicago, Illinois 




































LUTHERAN MUTUAL 
LIFE INSURANCE COMPANY 


WAVERLY, IOWA 

































Answering a Timely Demand! 


Term to 65—Level Premium 
One Year Term=Renewable 


Two new Term insurance contracts now available that will 
help you to offer clients protection formerly unavailable. 


Literature and Rates on Request 


Security Mutual Life Ins.Co. 


BINGHAMTON, N. Y. 




































Industrial Assistant Superintendents and Agents 


We are looking for producers—having openings for Superintendents (which with our 
Company is the same as a detached Assistancy with Industrial Company), aiso 
agents who are looking for a future. a = ’ 


Superintendent’s guarantee $150.00 per month with rwri! of 10 
Ordinary, as well as times on all Monthly Premium Pantin _ siltation 
We pay no guarantee to agents, but our times on increase the first year equal 44% 
times industrial; 2nd . 39 times; 3rd » 4314 ti 3 - 
Sere re ‘ es; 3rd year, 4314 times: 4th year, 4734 yt and 
Commissions on collections on debits range from 15% to 20% with debits collected once 
@ month. Ordinary commissions % up with renewals as long as you remain with 
the Company. 

Our policy contracts are not surpassed by any Com - We issue regular Ordin 
pee a on the monthly pegment plan with eniaeee: aan low ‘oe 2le per poll wf 
policies have cash surrender, loan, paid-up and extended insurance values after 
We have openings in Indiana and Michigan for live wires. If ualify 
desire to make a connection with a Company which Tecognises ability. write x. 1 
full particulars as to your insurance experience in strict confidence to A. S. Burkart, 
Vice President, Conservative Life Insurance Company of America, South Bend, Indiana. 
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i i ACTUARIES 


CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


532 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


























DISTRICT OF COLUMBIA 
Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 


Consulting Actuary and Tax Consultant 
Organisation, Management, Tax Service 
Investment Bldg., Washington, D. C. 

















ILLINOIS 


HARLEY N. BRUCE 


Consulting Actuary 
1621 Bankers Building 


Chicago, Illinois 
Central 3465 























DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
160 N. La Salle St. Chicago, Illinois 
Telephone State 1336 














CONOVER & GREEN 
Consulting Actuaries 
Auditors & Accountants 
135 So. be Salle Street 


hicago 











HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 


Franklin 4020 














Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha 














HARRY C. MARVIN 
Consulting Actuary 
8th Floor Peoples Bank Building 
INDIANAPOLIS, INDIANA 








NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 











Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 


PENNSYLVANIA _ 
FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associates 
Fred E. Swartz, C. P. A. 
Higgins 


E. P. 
THE BOURSE PHILADELPHIA 
































Fraternal Field Managers 
Adopt Code of Ethics 


(CONTINUED FROM PAGE 6) 


sons therefor. Delayed inspection re- 
ports in many cases cause lost time. 

Home offices can be too exacting in 
requiring compliance with petty rules 
and details, he said, but field men, it is 
true, generally are not familiar with the 
needs of office procedure, and there is 
much room for their education in this 
direction. 

Field people do not realize the great 
number of applications that go through. 
These must be handled on a wholesale 
basis or the work would not be done. 
Field workers feel they are entitled to 
individual attention. These two diver- 
gent views should be reconciled for the 
sake of efficiency and economy of oper- 
ation and pleasant relations, Mr. Little 
said. 


Help in Prospecting 


The home office can greatly help in 
prospecting by sending leads to field 
workers, address changes, refund checks, 
etc. A short letter of commendation 
sent periodically is one of the best ways 
of creating good feeling and securing 
field cooperation. 

An open forum followed. G. M. Hughes, 
New England Order of Protection, 
asked if the application should not be 
arranged so as to obviate the field 
worker becoming confused in answering 
questions, or even overlooking some. Mr. 
Little said an arrangement in narrative 
form appears to be best. There is thus 
continuity, and less chance for errors. 

There was discussion of inspection 
reports, Chairman Colvin asking whether 
societies are using them and consider 
them worthwhile. G. S. Francis, A. O. 
U. W. of Minnesota, said that reports 
are secured on every application over 
$1,000, and these have paid handsome 
dividends. Agents are not empowered 
to call for inspection report, but must 
furnish a daily “service report.” 


Johnson’s Contribution 


Fred A. Johnson, vice archon and gen- 
eral organizer, Royal League, Chicago, 
secretary-treasurer of the association, 
told of a Royal League campaign in 
which clerks were stimulated to cooper- 
ate with the field. He asked for experi- 
ence on sending death claim and refund 
checks to field men to deliver. Some 
field managers do not want to bother 
with these. Others see in them great 
possibilities of new business. Older 
field workers are less interested, not 
being educated to discharge this func- 
tion. Commercially trained and younger 
workers are grateful to receive such 
checks to deliver. 

R. M. Norrington, field superintendent 
Gleaner Life, Detroit, and past associa- 
tion president, told of the F. I. C. de- 
gree (fraternal insurance counselor) 
sponsored by the association. Societies, 
he said, will be known by the types of 
people representing them. He com- 
pared the life insurance workers to min- 
isters, doctors and lawyers in the need 
for profesional training and high ethics. 


Requirements for Degree 


Award of the degree is limited to 
workers of affiliated societies, who have 
paid for $100,000 since February, 1936, 
and passed the examination with at least 
85 percent grade. They also must pass 
a special examination of 25 questions, 
with at least 75 percent on each ques- 
tion and average grade at least 80 per- 
cent. Life insurance fundamentals, sales 
procedure, ability for counseling service, 
basic problems, and special questions 
pertaining to fraternals. Insignia and 
certificate have been designed. The de- 
gree is patterned after the C. L. U. de- 
gree. About 1,100 of the sales training 
courses developed as the basis of study 
for the degree are in use, Mr. Norring- 
ton said. 

Mrs. Talley asked for advice on how 
to induce field workers to seek the de- 
gree. She said they had so many things 





to do they were loath to assume any more 
burdens. A. Q. Benz, head of the Aid 
Association for Lutherans, said his so- 
ciety opened a sale training depastment, 
with an educational director. Every gen- 
eral agent has been sold on the advan- 
tages of study and training, and some 
300 field workers are taking the course 
now. The study does not interfere with 
field production, but has increased it. 
Consistent production has resulted. 


Sales Ability Demanded 


Fred A.* Johnson emphasized that 
many people who were good students 
could make the required grade, but 
equally important is selling ability. 
Therefore, the stricter societies are in 
their field standards, the more successful 
will be this educational effort. The 
training will be of no avail, he said, un- 
less the worker can take the tools out 
and deliver the goods. 

Mr. Colvin explained that fee for the 
study course is $24, including the books. 
Fee for the special quiz is $2. Cost 
of the F. I. C. pin is $7.50. 

The annual election of the association 
is held at the February meeting; there- 
fore the present officers hold their posts 
for another six months. F. B. Mallett, 
field manager Protected Home Circle, 
Sharon, Pa., is vice-president. The ex- 
ecutive committee includes W. E. 
Wright, assistant superintendent of ex- 
tension, A. O. U. W. of North Dakota, 
Fargo; E. W. Nelson, field manager Na- 
tional Mutual Benefit, Madison, Wis.; 
L. T. Duffy, manager of organization de- 
partment, C. O. O. F., Chicago, and R. 
M. Norrington. 


Industrial Competition 


Factors in meeting industrial compe- 
tition were discussed by E. W. Nelson, 
field manager National Mutual Benefit, 
Madison, Wis. In substance, fraternal 
workers are safe in telling the truth and 
making truthful comparisons, he said. 
Facts can be presented to the public. 

. H. Brayton, secretary-treasurer 
Des Moines convention bureau, spoke on 
“Meeting the Challenge of Today.” <A 
most important point, he said, is not 
how much one knows but how that 
knowledge is put to work. In past years, 
constant plugging and hard work were 
sufficient for success; now the head 
must be put to work as well. He urged 
the fraternals to study the job, set an 
objective and analyze selling methods. 
His talk wound up the meeting. 


C.L.U. NEWS 


HOLDS LEAD BY NARROW MARGIN 


With a total of 143 C. L. U.’s, nine 
of whom were added as a result of the 
June examinations, the Northwestern 
Mutual maintains its lead, though the 
Equitable Society, consistently North- 
western’s keenest rival, has narrowed 
down the margin to two, now having a 
total of 141 C. L. U.’s. The June ex- 
aminations resulted in 21 more Equitable 
agents being added, to. reach the 141 
total. Including those who have died 
or resigned, a total of 152 Equitable 
people have won the C. L. U. designa- 
tion. 











NEW PEORIA OFFICERS 


" New officers of the Peoria, Ill., C.L.U. 

are: Morris Landwirth, Masachusetts 
Mutual, president; Frank Gordon, Union 
Central, vice-president, and Chester T. 
Wardwell, Connecticut Mutual, secre- 
tary-treasurer. 

Plans for organization of a study class 
were discussed at the same meeting. 
Completion of such plans, with Prof. 
L. G. Tillotson, business administration 
dean at Bradley college, as probable in- 
structor, will be continued in September. 


KEELING LOS ANGELES SECRETARY 


Harry B. Keeling, John Hancock, 
has been elected secretary-treasurer Los 





N. F. C. Section Head 





E. W. THOMPSON 


E. W. Thompson, head of the Macca- 
bees, Detroit, presided at sessions of 
the Presidents Section at the annual 
meeting of the National Fraternal Con- 
gress in Toronto this week. He has 
been president of the section for the 
last year. Mr. Thompson is one of the 
outstanding fraternal executives in the 
country, his society being thoroughly 
modern in its methods. He has con- 
tributed much to the discussions and 
deliberations in the N. F. C. meetings, 











Angeles chapter of C. L. U., succeeding 
R. L. Altick, who has been appointed 
general agent Massachusetts Mutual at 
Wilkes-Barre, Pa., and will assume his 
new duties in September. 


W. H. Andrews, Jr., Is 
Candidate for Trustee 


W. H. Andrews, Jr., manager of the 
home office agency of Jefferson Stand- 
ard Life in Greensboro, N. C., is being 
put forward as a candidate for election 
as trustee of the National Association of 
Life Underwriters at the forthcoming 
Houston convention. He has been en- 
dorsed for the office by the North Caro- 
lina state association and the Greens- 
boro unit. The “introduction” commtt- 
tee has sent a circular around the coun- 
try in Mr. Andrews’ behalf. He is at 
present a member of the executive com- 
mittee of the general agents and man- 
agers section of the National association. 
He graduated from the University 0 
North Carolina in 1920 and immediately 
joined Jefferson Standard as a personal 
producer. He was made manager 0 
the home office agency in 1929. This 
office has a production of about $5,000,- 
000 a year. He served two terms as 
president of the Greensboro association. 

Mr. Andrews’ committee is emphasiz- 
ing the desirability of greater distribu- 
tion of national officers as to companits 
and as to geographical location. 


Fourteen Candidates in Field 


Altogether it is reported, about 14 
candidates are in the field for the sx 
trustee positions to be filled. : 

The committee sponsoring the candi- 
dacy of Lara P. Good, Prudential, San 
Diego, for secretary of the National as- 
sociation, has prepared a folder setting 
forth his qualifications. _Emphasis_' 
placed on the fact that Mr. Good is San 
Diego’s first candidate for National as- 
sociation office. The committee const 
of J. H. Goodwin, Connecticut Mutua 
Steve Hewes, Union Central; Ve 
Fitzpatrick, Connecticut General. ld 
Good is the only candidate in the fie 
for secretary. 
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~ LEGAL RESERVE FRATERNALS 
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Traces Vested Rights Theory 


Standardization of Certificates Makes 
for Stability and Less Litigation, At- 
torney Tells N. F. C. 










TORONTO—In the last decade, and 
particularly in the last few years, the 
number of cases questioning the validity 
of amended by-laws of fraternal orders 
has declined considerably, R. H. Mat- 
thias of the law firm of Ekern & Meyers, 
Chicago, said in his address before the 
legal section of the National Fraternal 
Congress. Mr. Matthias traced the his- 
tory of what he called the law of vested 
rights in the court interpretations in sup- 
porting or rejecting the validity of by- 
laws. 

“The fundamental principle guiding 
the courts and their decisions on 
whether subsequently enacted by-laws are 
binding upon the then existing members 
is the vested rights theory,” he said. 
“If some vested right of a member can 
be found and if the by-law affects it or 
destroys it, the courts hold the amend- 
ment void. Many courts are not so 
articulate. Without inquiring into the 
nature of the right affected, they merely 
state that the amendment is unreason- 
able. In those cases, though, the 
vested rights theory can be seen lurk- 
ing in the background behind the lan- 
guage of the courts. 


Many Conflicting Rulings 


“With this theory predominant it is 
little wonder that there have frequently 
been conflicting rulings in different jur- 
isdictions. It is too much to expect 
that all courts would view a right in 
the same manner, for the law of vested 
rights—if I may be permitted to use 
such a term—is by no means settled or 
uniform, even in a particular jurisdic- 
tion. If the time for payment of bene- 
fits has passed or the contingency upon 
which the benefits are payable has oc- 
cured, then the right to payment has 
become vested and no subsequently en- 
acted by-law can defeat the claim.” 





Harris Missouri Manager 

P. J. Harris, assistant superintendent 
of agents Modern Woodmen, has been 
appointed Missouri state manager. For 
two years before his appointment as as- 
sistant superintendent of agents he was 
assistant to the national president. 





SOME 
PERTINENT 
FACTS ABOUT 
Supreme Forest 


WOODMEN CIRCLE 





@ Total Membership 133,030 
Total Protection $107,781 ,336 


Written in 1937 13,041,835 
Benefits Paid in 

Le aA 1,643,312 
Benefits Paid 

since Organi- 

zation in 1895 38,799,018 


Dora Alexander Talley, President 
Mamie E, Long, Secretary 
Home Office, Omaha, Neb. 





High Proportion of Assets 





Interesting Statistical Report on So- 
cieties Made at N. F. C. Toronto 
Meeting 












WHY THE MACCABEES? 






























Interesting statistics on member so- 
cieties operations showing a high pro- 
portion of assets to liabilities were 
reported by Herman R. Taylor, Modern 
Woodmen, Rock Island, Ill., chairman 
committee on statistics and state of the 
orders, at the National Fraternal Con- 
gress annual meeting in Toronto this 
week. In 1937, he noted, societies suf- 
fered aggregate net loss of membership, 
both adult and juvenile, and net loss of 
adult insurance. Net adult loss in both 
departments was 74,724, of which 60,- 
593 was in adult and 14,131 in juvenile 
department, as of Dec. 31 last. Insur- 
ance in force, Dec. 31, 1937, among 
member societies, was: Adult, $4,298,- 
062,715; loss, $52,940,740 in the year, 
and juvenile, $349,424,683, gain $4,030,- 
287; combined loss, $48,910,453, and 
total in force $4,647,487,398. The num- 
ber of societies showing net gain in 
adult members last year was 50 com- 
pared to 53 in 1936, and the number 
showing net gain in juvenile members, 
37 against 41. 


Changes in Membership 


There are three less affiliated socie- 
ties this year, the Lutheran Mutual Aid 
having become a mutual life company, 
the Chicago Fraternal Life and Fra- 
ternal Home Insurance Society being 
reinsured and the first Catholic Slovak 
Union withdrawing from the congress. 
The Modern Woodmen, Rock Island, 
Ill., joined the N. F. C. in 1937. 

The committee, composed of J. E. 
Little, S. H. Wood, J. P. Sekerak, F. J. 
Bagosius, J. H. Cassell, John Kridle, 
J. Romaszkiewicz, Lt. Col. Rudolphe 
Bedard, Erna M. Bartel, J. M. Perry, 
E. B. Hauke, J. M. Callahan and H. R. 
Taylor, attempted to segregate first year 
premium from subsequent year premium 
income to compare first year premiums 
with acquisition costs. It was found the 
societies as a whole secured new business 
at a cost of only 76.65 percent of first 
year premium income. Total acquisition 
expense was $9,491,368 and total first 
year premiums $12,382,434. Cost per 
$1,000 of new insurance written also 
appears to be reasonably low, Mr. Tay- 
lor commented, being only $24.24 per 
$1,000. 


Study Expense Factors 


Administration expenses and invest- 
ment expenses were segregated so cost 
of administration could be computed per 
member and per $1,000 insurance in 
force. It was found the administration 
expense per member was $3 and per 
$1,000 of insurance was $3.44. Similarly 
the ratio of expenses to expense fund 
receipts was found to be 133.53 percent. 
The total expenses were $32,818,635, 
less investment expenses, $5,260,830, 
leaving expenses other than investment 
$27,557,805, as compared to total ex- 
pense fund receipts of $24,578,304. 

An interesting exhibit in the report 
shows the percentage of gross assets 
invested in various types of securities: 
Real estate, 10.23; mortgage loans, 12.12; 
bonds, 64.27; certificate loans, 7.01; cash, 
2.8; other ledger assets, 0.43; nonledger 
assets, 3.14. 

Ratio of contingency reserve and sur- 
plus to total liabilities, exclusive of con- 
tingency reserve, was found to be 16.92 
percent. Thus on the average, Mr. 
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Men make money in their own business 
and then lose it in the other fellow’s 


“Die Insurance.” You had to die to 


get the money. 

Today men and women buy—“Living 
Insurance.” 

With its Legal Reserve Policies, com- 
pletely modernized, for Men, Women 
and Children, this organization is well 
equipped to offer a complete Life In- 
surance program. 


Money invested in Life Insurance is 
worth just what it is represented to 
be when the Insurance was bought. 





Those who put money into Life In- 
surance find it a great resource in 
days of trouble. 


Life Insurance used to be called 


Equitable Reserve Association 
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ACCIDENT SALES POINTERS 


. + » Packed full of sales ideas that will get you more business, the Aceident 
& Health Review should be on your regular reading list. Send 10 cents for 
sample copy. It will convince you. Address: Accident & Health Review, 
A-1946 Insurance Exchange, Chicago. 
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Taylor commented, the member socie- 
ties have a ratio of admitted assets to 
total liabilities of 116.92 per cent. Among 
the individual societies these ratios 
range from a low of 93.5 percent to a 





Experience ¢ 
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high of 194.49 percent of the liabilities. 

Distribution of insurance and reserves 
according to mortality and interest as- 
sumption used in valuation are shown 
in the following table: 
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Reserve on 3% Assumption 
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Total by Interest Assumptions 


494,475,350 $221,712,272 
286,682,907 696,162,385 








Modern Woodmen Makes 
Good Progress in Half Year 


Woodmen made material 
growth in the first six months this 
year and has increased membership. 
July was the biggest month of the year 
for juniors and an all-time high in junior 
members. Business has increased rap- 
idly since Maurice R. Smith became 
superintendent of agencies. Total num- 
ber of new issues doubled each month 
over the corresponding month of 1937. 
Mortality for the first half year 
showed substantial reduction and as- 
sets and funds substantially increased. 
Semiannual statement shows assets $75,- 
667,100, gain of $3,449,509 since Dec. 31. 
Death claims paid in the half year to- 
taled $6,496,130, and total benefits paid 
$6,724,167. The society since organiza- 
tion, Secretary J. G. Ray reports, has 
paid to beneficiaries and living members 
$566,064,953 death claims, the number 
being 341,032, and $26,682,620 cash bene- 
fits to living members, the number be- 
ing 86,024, a total of $592,747,573. ; 
Many changes have been made in 
field organization. Recently Assistant 
Superintendent of Agents Paul J. Har- 
ris was appointed state manager of Mis- 
souri to succeed the late Lloyd Worner, 
who had been in the field for 25 years. 


Modern 





Excess of Part-Time Field 
Workers Is Criticised 





Lodge activities, one of the significant 
points of difference between fraternal 
sociaties and old line life companies, 
reached a high point last year, accord- 
ing to the report of Fred A. Johnson 
of the Royal League, Chicago, chairman 
of the committee on lodge activities in 
the N. F. C. The report included data 
from 150 societies with combined adult 
and juvenile membership 6,937,883, 
covering 108,379 adult and juvenile 
lodges. : 

These societies represented approxi- 
mately 92 percent of the fraternal life 
insurance membership of the United 
States and Canada, 73 being N. F. C. 
members. Of the 150, there were 124 
admitting men and women, 21 men only, 
five women only and 76 with juvenile 
departments. 


Home Office Assistance 


Mr. Johnson reported 77 societies give 
home office assistance or supervision in 
maintaining local lodge activities, 61 no 
assistance and 12 failed to furnish in- 
formation. The 1937 report listed 286 
activities and this year there were 449. 

“The information furnished. this year 
should put an end for all time to the oft- 
repeated claim that lodge activities are 
no more,’ Mr. Johnson commented, 
“for the roll call of activities enumerated 
in our report represents practically 
every type of social and fraternal en- 
deavor. We have the activities—our 
next job should be to improve and co- 
ordinate them so as to make them effi- 
cient partners in building up our mem- 
bership roll.” 

Mr. Johnson estimated there were 
approximately 8,000 full time fraternal 
field representatives in the United States 
and Canada and 2,000 part or spare 


time workers. He said 52 societies re- 
ported they employ no field workers, 98 
had a total of 6,963 full time and 20,877 
part time. 

He said these are significant figures 
indicating clearly why fraternal societies 
are not writing the proportion of the 
business that they should. The ratio of 
part time to full time field workers, he 
said, is almost three to one, whereas 
authorities say no successful life insur- 
ance sales organization can be built with 
more part timers than full time workers. 

He pointed out also that the societies 
with 30,000 field workers are attempting 
to hold their place against the 300,000 
workers for commercial companies, in- 
cluding ordinary agents and industrial 
debit men, part time agents, brokers and 
special representatives, thus being out- 
numbered ten to one on the sales firing 
line. More man power for fraternals is 
the answer, he said. Representatives 
should be carefully selected and trained 
to sell the fraternal life story to the in- 
suring public. 


Issue Retirement at 65 Form 


The A. O. U. W. of West Virginia 
is now issuing a retirement income at 
age 65 certificate which at that age 
makes available $1,394 cash for with- 
drawal per $1,000 of face amount, or a 
paid up policy for life of $2,027, An- 
other option is to receive a monthly in- 
come of $10.13 for 120 months certain 
and for life. If the member permits the 
fund to accumulate to age 70, he will 
then receive $1,656 cash, or paid up in- 
surance of $2,218, or $14.20 monthly for 
120 months certain and life. 


Moore to Resign Oklahoma 
Insurance Board Post 


OKLAHOMA CITY — Avery C. 
Moore announces that he will probably 
file his resignation as secretary to the 
Oklahoma insurance board about Oct. 
15, to enter the insurance business. 

Mr. Moore was appointed in Sep- 
tember, 1937, to succeed Sharpe W. 
Philpott, resigned to enter the race for 
insurance commissioner, in which he 
was defeated. Previous to his associa- 
tion with the insurance board, Mr. 
Moore had been manager of the state 
insurance fund for 18 months. 

Because of the pending inauguration 
of the new governor in January it is 
considered doubtful whether Governor 
Marland will appoint a new secretary 
before his retirement. Abolition of the 
post of secretary to the board is favored 
by both Mr. Moore and Commissioner 
Read, who is also president of the board. 
They contend that this office is super- 
fluous and in order to avoid confusion, 
all insurance activities should be placed 
under the jurisdiction of the commis- 
sioner. 

Mr. Moore said this recommendation 
will be embodied in a report to the next 
legislature by a committee authorized 
at the last session, to revise all Okla- 
homa statutes. 


Hansen on Blanks Committee 


Charles Hansen, Missouri department 
actuary, has been named to the blanks 
committee of the National Association 





of Insurance Commissioners to succeed 


T. C. Mitchell. 
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COLUMBUS MUTUAL CRUISE ON GREAT LAKES _ 


(CONTINUED FROM PAGE 2) 





the work of the members it was found 
there were some that had definite pros- 
pecting methods. They had developed 
certain mechanical systems that seemed 
to fit their cases. The bulk of the busi- 
ness, he said, however, seemed to come 
from haphazard devices largely from 
friends, acquaintances and old policy- 
holders. The main objective, he said, of 
every salesman is to create customers 
out of prospects and he was interested 
to know how they became prospects. 
If out of this symposium there could be 
deduced certain well defined plans or 
ideas they will be outlined later on and 
promulgated. 





Voice of the Waves on 
Columbus Mutual Trip 





On the agency cruise of the Columbus 
Mutual Life on the S.S. “Alabama” on 
the Great Lakes a group from the 
agents won first prize in the costume 
hall in the presentation of the “shotgun 
wedding.” Jack Pallat of Cleveland, one 
of the towering men of the convention, 
was the bride, the ubiquitous and ag- 
gressive bridegroom was Al L. Gray, 
Chicago. Carl Mitcheltree, vice-presi- 
dent, who was designated as a Presby- 
terian clergyman by one of the cruisers, 
performed the ceremony. George 
Abdella of Lancaster, Pa. was the 
father of the bride, and A. W. Bru- 
baker of Lancaster, Pa., was the flower 
girl, who held we bride's train. 


Mrs. Carl Mitcheltree, wife of the 
vice-president, was the official hostess 
from the home office ranks. She is a 
woman of superior endowments and 
charm. Mrs. Mitcheltree is very popu- 
lar with the agency force and their 
ladies. 

* * x 

A letter was read from C. W. Brandon, 
president emeritus and founder of the 
company, and Mrs. Brandon, regretting 
their inability to attend. 

* * 

During the all-day stop at Midland, 
Ont., the crew and employes of the boat 
were allowed a day of recreation. The 
passengers were given box lunches at 
the park along the beach. 

* *k * 

Morris Levinkind of Chicago, a very 
attractive bachelor, was voted the 
“model husband.” 

x * * 

A. W. Brubaker of Lancaster, Pa., is 
not only a member of the $100,000 Club 
but a lawyer, an expert in taxes and 
wills. 

* * 

Laurence Weaver of Columbus, O., is 
secretary of the club and is particularly 
known for his analysis of a prospect’s 
needs and providing a well ordered pro- 
gram. 

* * x 

John C. Dexter of Columbus, O., presi- 
dent of the $100,000 Club, was formerly 
connected with the Penn Mutual at Fort 
Wayne, Ind., and later supervisor at 
Indianapolis. He became general agent 
of the State Mutual at Columbus and 
then went with the Mutual Life of New 
York there. He is a man of real ability, 
who relies on his personal service to 
clients. 

* * x 

Morris Levinkind of Chicago does an 
extensive loan business in his organiza- 
tion and writes his business after know- 
ing his people very well. 

* *K x 

The Columbus Mutual has two women 
in its $100,000 Club, Miss Vera V. Camp- 
bell of Fort Recovery, O., being well up 
in the list. She writes chiefly farmers. 
She was recently married to a physician 
at Fort Recovery who has a hospital at 
Celina. Another woman in the club is 
Miss Fanny Wathen of Washington, D. C., 
who is in the government service but 
writes life insurance on the side. 

* * x 

T. S. Berridge of Gallipolis, O., the old 
reliable, for many years agency leader, 
was present with Mrs. Berridge and 
their daughter, Miss Norma Berridge. 

* *x x 

The delegation that left the boat at 

Detroit Saturday afternoon and took the 





es 


“Twilight Limited” for Chicago foun 
themselves in the same parlor car with 
Mrs. Joe Louis. Al Gray, irrepressih; 
and magnetic, was the spokesman in th 
interview with Mrs. Louis. 

* * * 

George Poolitsan of Dayton, 0, , 
Greek, who is writing considerable pug. 
ness, got in contact with the head of, 
Greek restaurant at Midland, found tha 
they both came from Sparta and ha 
many common acquaintances, The rp. 
sult was that Agent Poolitsan wrote, 
$5,000 policy. Two other men who wrot 
business on the trip were J. C. Dexte 
and H. H. Leugers of Chickasaw, 0, 

* * x 

Miss Ethel Wilcox of Lansing, Mich, 
a woman agent, was on board ani 
rapidly getting into a splendid prody. 
tion class. 

* Ok 

Fred B. Hamilton of Bellefontaine, 0, 
is a general insurance agent who takes 
great pleasure in writing life business, 

* * * 

R. J. Zimmerman of Pontiac, Mich, 
was formerly a football coach and uses 
the lessons he learned in coaching in his 
life insurance soliciting. 

* *K 

The S. S. “Alabama” follows out the 
Alabama motive in that it has a grow 
of cotton bolls painted on the door of 
each stateroom. 

* * x 

Captain Clark of the “Alabama” statei 
that the crew he had mobilized for 
the boat was the most efficient and capa- 
ble that he had ever had. All the con 
ventioneers were delighted with the 
service that was rendered on the boat 
and recognized particularly the high 
type of the dining room girls. 

* * x 

Some of the convention people hai 
dinner at the Grand hotel the evening 
that the boat docked at Mackinac Island. 

* * * 

Edward Ludescher of Cleveland isa 
native Hungarian but writes a large 
amount of business. 

* kK x 

Vice-president Mitcheltree gave the 
address of welcome and also closed the 
last business session. During the ab- 
sence of President D. E. Ball and Mrs. 
Ball on a trip to Europe he has been 
the acting president and naturally the 
work was done most efficiently. Mr. 
Mitcheltree is held in high esteem by 
the entire Columbus Mutual family. 

* * Ok 

John C. Dexter of Columbus is the son 
of a Methodist minister. He was born in 
Kansas and in the shifting process of 
Methodist ministers he found himself in 
Missouri, Arkansas and Louisiana. 

* OK Ok 

Dale Orr, Lancaster, O., was formerly 
an undertaker and is making a great 
success of life insurance. It may be that 
he attributes his achievement to the fact 
that he can draw the hearse right up t 
the door. 

* *k 

Paxton Mendelssohn of Detroit, wh 
is vice-president of the Kirby Lines 
owner of the “Alabama,” is chairman 
of the fire protection committee of the 
Detroit chamber of commerce. He # 
much interested in fire protection and 
takes a prominent part in the National 
Fire Protection Association. He is # 
leader in the fire waste contest col 
ducted by the U. S. Chamber of Com: 
merce among local chambers. 


Old Pacific Mutual Case 


LOS ANGELES—Federal Judst 
Ling at Prescott, Ariz., has continue 
the trial of the 13 former officials @ 
the old Pacific Mutual Life, set for Sept 
6, at Phoenix, Ariz., until Oct. 6. 

The continuance was brought abow 
by a motion filed by counsel for forme 
President G. I. Cochran, on the e" 
that trial in Phoenix at the original o 
would be prejudicial to the health of : 
client, and that he had not sufficien 
time to prepare his case properly. 


National Thrift Appeal Dropped 

LINCOLN, NEB.—A group of 
icyholders of the National Thrift 1s 
surance of Omaha, who recently 4 
pealed from the order of Insure 
Director Smrha permitting the reg 
National Life of Dallas to take “8 
that company and the American fied 
nuity Assurance of Omaha, have 
notice of dismissal of all proceedings 
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Sales Ideas and Suggestions 





‘Buy Now’ Option Campaign 


Is Now Underway 





The inevitable adjustment of settle- 
ment options by the first of the year 
provides life agents with several good 
arguments to get the procrastinator 
nearer the dotted line. A number of 
agencies are making a special effort to 
get new business by stressing the fact 
that the prospect may never again be 
able to secure as favorable a life insur- 
ance policy from the option standpoint. 
On the other hand there are those who 
feel that too much stress should 
not be placed on the option argu- 
ment because it might create the im- 
pression on the prospect’s mind that 
after Jan. 1, when the new options will 
go into effect, life insurance will no 
longer be a good buy. 

With the readjustment of the single 
premium annuity rates the annuity pro- 
vided under settlement option 2 is de- 
cidedly more favorable than the single 
premium form. It is hard to make a 
direct comparison on a percentage basis, 
as the two contracts vary and acquisi- 
tion cost is included in the single pre- 
mium annuity rates. Those purchasing 
ordinary life at the present time can be 
sure that they will get the most favorable 
income contract possible when they 
If interest rates 
continue at the present low trend in years 
to come, the policyholder can take ad- 


| vantage of option 2, while if interest rates 


increase he can secure the cash value 
when he wishes to retire and purchase 
an annuity if the prevailing annuity 
rates are more favorable than under op- 
tion 2. 


Expect Increased Charge 


According to the new cash refund an- 
nuity rates, it requires approximately 
$1,890 to purchase a $10 a month income 


| atage 65. Under the present settlement 


options it requires only $1,490 to pur- 
chase $10 a month income on a cash re- 
fund annuity basis, which makes a dif- 
ference of about $400. 

It is expected that further changes 
may be made in the surrender charges 
and those companies that figure the 
charge in determining cash values for 
first 10 years will extend it over a 20- 
year period which in turn will reduce 
the cash values. The consensus of 
opinion seems to be that the guaranteed 
Interest rate will be reduced and the 
companies now guaranteeing 3 percent 
will go either on a 2% or 2 percent 
basis, 

The new interest rate will require a 
larger amount of money at interest to 
Provide guarantees and the retirement 











New Agent Finds Each 
Interview Nets Him $2.80 





Ernest Buttery of the Newark 
branch office of the Travelers, 
who graduated from the home of- 
fice school in October, 1937, paid 
for 16 life and 57 accident applica- 
tions his first six months in the 
usiness, 
Mr. Buttery kept a careful record 
of his calls, interviews and sales 
and found that he received $2.80 
In actual commission for each in- 
terview, 
awe of the business was on 
yd than annual basis but the 
— Po pcgpics on that 
id not i i 
calculations enter into his 
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income, family income and family main- 
tenance contracts may have to be rewrit- 
ten and rates adjusted upwards. 

Stress is also being placed on the idea 
that the companies may eliminate is- 
suance of contracts with settlement 
options. Supplemental endorsements 
achieving the same effect as options 
would then be written only with the 
consent of the company. The company 
could adjust interest rates under these 
agreements as they are made. The op- 
tions in current contracts are available 
to the assured and beneficiaries at any 
time and are not conditional on the 
company’s consent. 

Agencies which are pushing the “buy 
now for better settlement options” cam- 
paign are not only seeking immediate 
ordinary life sales, but they are also 
writing automatic convertible term busi- 
ness so that the assured can gain the 
benefit of the current ordinary life con- 
tract later even if he hasn’t sufficient 
funds available to buy ordinary life at 
the present time. 





Observations Given 
by a Sales Manager 


James A. Preston, sales manager of 
the Columbus Mutual Life, in a talk be- 
fore his agency convention referred to 
the steps that business enterprises take 
to create good will. For instance, the 
agency convention was held on the “Ala- 
bama,” which is owned by the Kirby 
Lines and sails on the Great Lakes. The 
“Alabama” management presented to 
each one present at the convention a 
neat little ash tray. “This may be con- 
sidered a rather small souvenir,” Mr. 
Preston said, “but it is an evidence of 
the desire of the owners of the boat to 
show their interest in the patrons. It is 
something tasty and we all want one. 

he owners want our friendship. They 
desire their patrons to have a gracious 
word for the boat.” 

Mr. Preston said that when one has 
his work well planned and has a regu- 
lar program this overcomes minor inter- 
ferences and any exasperating experi- 
ences that may come up. 


Observations on Salesmanship 


Mr. Preston was telling about the 
psychology of salesmanship and made 
the following observations: 

“I go into a furnishing goods store 
and ask to buy a suit of clothes. The 
salesman looks at me, asks my size and 


then shows me a suit that costs $60. I 
tell him that I like that very much but 
I cannot afford it. He does not then 
show me a size that is considerably 
smaller and may be in the boys’ classi- 
fication. Such a suit may cost $35 or 
$30. No, he goes down the line a bit, 
still keeping my size and gets as near 
my pocket book as he can. He keeps 
trying men’s suits on me and not boys’. 
He knows that I want the $60 suit but 
I have not the money to buy it. I can- 
not afford it. He gives me a less expen- 
sive brand. The fabric is not so good, 
the weave is not so close, the appearance 
is not quite as impressive. However, it 
is a good suit. 

“Don’t try to sell something entirely 
different when you find a prospect can- 
not purchase the policy that he desires. 
Keep him in the same groove. You may 
have to go down a bit and temporarily 
it may be necessary to sell him a less 
expensive policy. You must always re- 
member, however, that what you se- 
lected for him at first is probably just 
what he wants. Don’t switch over to 
something that is entirely’ different and 
get him out of the mood of appreciating 
what you presented.” 





Telling What a Policy 
Will Accomplish 


John C. Dexter of the Columbus Mu- 
tual Life at Columbus, O., said in a 
convention talk that a life agent should 
tell what a policy will do for a man. 
If a person intends to buy a radio he 
is not so much interested in the tech- 
nical features of the machine. In fact 
he does not know much about nor care 
for them. Therefore the salesman is 
losing time and perhaps a customer in 
endeavoring to explain the internals of 
the radio. What the customer desires 
is to know what the radio will do. Will 
it get this station or that? He wants to 
get the programs from certain stations. 
Will this machine give them to him? 

Mr. Dexter said that a sale means that 
people get together and they do not en- 
gage in an argument in the process. The 
salesman presents an article. If it is 
something that the prospect wants there 
is no reason to get into an argument 
with him. If the prospect really wants 
it he tries to see whether he can buy it. 
Therefore, the salesman and the pros- 
pect are getting together. 


All Want Security 


“All want security,” said Mr. Dexter. 
“There is no argument about it. A man 
desires security in employment, in his 
old age and in his life in general. Ask 
a man if he would not like to have $300 
a month or $200 a month or $100 a 
month as long as he lives after age 65. 
Everybody would like to have it. In 
fact, many think they are going to have 











Calculate Educational Plan 





A number of agents are stressing edu- 


cational policies for young people going 
to college and are often at a loss to 


know iust how much insurance to sug- 
gest. There has been a table compiled 
which can be used as a guide. The aver- 


Type of college (and number represented) 


age expenses of a student’s year in col- 
lege have been estimated by the United 
States Office of Education. The figures 
for the various items for the different 
kinds of institutions are given as fol- 
lows: 


Cost of 
Board and One College Year 


Tuition Fees Room *Minimum Typical 

MEN’S COLLEGES 
Privately controlled (18)........... $337 $36 $326 $818 $1,023 
PRORGRUMINE COE ho isc 5 och cbc ciclnw ene we 223 38 265 570 642 
CRENA CHOE Ueki. Sees e nwa ceesees 181 33 401 605 607 

WOMEN’S COLLEGES 

Privately controlled (29)........... 341 31 510 901 986 
CUOMO CER elev dae Peeeas tbine eee ene 201 32 448 651 709 
PEG COE. be cas casi dod vnnene 187 24 291 548 627 

COEDUCATIONAL 
Privately controlled (75)........... 245 28 278 600 979 
CI OB ot as ap dca cane aemes 198 37 328 590 653 
Peeeeeeks. CARED oak ones it eceewece tas 156 25 220 431 480 
+79 48 231 376 438 


State Universities and Colleges (94)..... 


*Represents the least amount which 
college (9 months). 


a freshman should have for one year of 


#Out-of-state students—$128 average. 











an assured income in some way or other 


at that age. There is no doubt about 
the want. Therefore, the duty of the in- 
surance salesman is to show the pros- 
pect that through the medium of insur- 
ance he can accomplish the program of 
security and the getting of a monthly 
income much more advantageously than 
in any other way. If he intends to have 
an income he must provide for it. He 
must buy securities, real estate, a build- 
ing or something of that kind. It is my 
job to show this man that it is much 
easier and safer to invest $1,000 with 
me and that in doing so he will save 
in the lone run. We have the great ad- 
vantage of telling a man that in case of 
death all deferred payments are pre- 
pared for and liquidated. It is the prov- 
ince of the life insurance agent to make 
his prospect think. The life man must 
talk along the line of income. The pros- 
pect is interested in incomes in some 
way, either for himself, his family or 
some other dependent. He wants to do 
something and yet it must be within the 
range of his ability to pay. Life insur- 
ance, therefore, is the medium whereby 
incomes can be secured.” 


Birthday Remembrance 
Creates Good Will 


As a sales expedient and a creator of 
good will there is probably no device in 
the way of remembrance that impresses 
a man more than some recognition of 
his birthday anniversary. That is his 
special day. At Christmas time he is 
one of hundreds of thousands that are 
receiving attention and gifts. When, on 
his birthday anniversary, he gets a card, 
a message of good will and good wishes, 
his pride is touched and his emotions 
are stirred. He feels a certain satisfac- 
tion in the fact that friends remember 
him. For that reason insurance men 
have found that some sort of remem- 
brance on birthday anniversaries is just 
about the best sort of good will creator 
that they find. Some agents have 25 
names or so that they call up on their 
birthday anniversaries. Others have a 
letter gotten out on personal stationery 
with an inspirational message. Others 
have a birthday card changed every year 
with perhaps the personal signature. 
Whatever way is used the birthday an- 
niversary is a most excellent factor in 
creating closer friendships and fonder 
ties. 


Using Good Blotters 


John C. Dexter of the Columbus Mu- 
tual Life at Columbus, O., endeavors to 
build himself up in many ways in the 
eyes of the people of his community. 
Part of his advertising program is to 
send blotters to his policyholders, pros- 
pects and those that he feels may be 
interested in his work. “I never send 
out poor blotters,’ Mr. Dexter said. “It 
gives a man a pain to get cheap blot- 
ters even if there are pictures of pretty 
girls on the outside. He wants some- 
thing that will actually blot. To send 
out cheap souvenirs or devices is worse 
than nothing. I pay a good price in 
order to get good blotters and I tell 
you they blot.” 











Human Interest Stories 


Every successful salesman _ realizes 
that into his talk he must inject fea- 
tures of intense human interest. The 
prospect may become weary of listening 
to a presentation of insurance, even if 
it has a great deal to do with his own 
needs. If, however, the salesman can 
illustrate what he is attempting to teach 
by a simple story of a chapter out of 
his experience relating to the coverage, 
immediately the prospect in interested. 
It is well to rehearse these stories so 
that the proper total effect can be given 
and the convincing inflection can be 
employed.—Old Line Life. 
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“In Force” Figures Not True Measure 
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quate basis would result in a tremendous 
increase of the amount of insurance 
written. 

Commenting on the investment angle, 
Mr. Cornelius warned against judging 
a company’s holdings merely by the 
proportion of various types of securi- 
ties. 

“It would be very nice and simple if 
it were possible to govern one’s invest- 
ment policy by adherence to some fixed 
percentage ‘rule,” he said. “The fact, 
however, is that there are good and bad 
mortgages, and always have been; there 
are good and bad railroad bonds, and 
always have been, and there are good 
and bad investments of every type. The 
real job is to have the facts and the 
skill to apply the facts in determining 
the merit of individual securities. 

“A company may have a large per- 
centage of public utility bonds, but they 
may be very good bonds, whereas a 
company with a small percentage may 
have very bad bonds. The only way 
that any intelligent conclusion can be 
arrived at as regards the soundness of 
any portfolio, insurance or otherwise, 
is by an intimate familiarity not only 
with the classifications, but also with 
the merit or demerit of individual securi- 
ties.” 





W. E. WHITE’S TALK 





W. E. White, vice-president and di- 
rector of agencies, said that the Conti- 
nental’s average policy for 1938 to date 
is approximately $3,000, an increase of 
about 40 percent from the $2,200 aver- 
age prevailing in January, 1937. Of the 
new correspondence course and series 
of sales plans, Mr. White declared that 
it has been said by a number of out- 
standing insurance men who have ex- 
amined this equipment that it is the first 
time that any life insurance company 
has offered to its field force every sales 
aid for the average man that they could 
ask for. 

“These plans are not theoretical, but 
are the result of much concentrated use 
and adjustment,” he continued. “We 
know that they will work because we 
work them. With the prospecting plan 
we have demonstrated that we can de- 
velop prospects of any class in any sized 
community. With the sales plan we 
have proved to ourselves and to many 
producers that they will produce good 
and substantial business. That should 
be the measuring stick by which we 
judge their value. We have never sug- 
gested that you use any plan until we 
have proved that it would work. We 
never shall. 


Not Revolutionizing the Business 


“Tt has not been our purpose to rev- 
olutionize the business, nor is it our 
desire to change the plan of work of 
any man who is doing a successful job. 
However, we do feel it is our responsi- 
bility to see to it that any man who as- 
sociates himself with this institution is 
provided with a plan of procedure that 
will assure his success if he will fol- 
low it, all things being equal. We be- 
lieve that in the program we have de- 
veloped we have fulfilled this responsi- 
bility.” 

Mr. White announced a contest run- 
ning from Sept. 1 to Nov. 30. 

Observing that “our tough times 
would be boom times anvwhere else in 
the world,” Dr. H. W. Dingman, vice- 
president and medical director, said that 
he had visited 15 or 20 countries in the 
last year or so and that his choice is 
still the United States, whether times 
are good or bad. 

“We are further fortunate to be in 
insurance, the decentest business in the 
world,” he continued. “We appeal to 
good motives. We distribute good 
deeds, we sell unselfishness. We prac- 
tice the golden rule and get paid for it.” 

Dr. Dingman said that the company 





is only 5 percent behind a year ago as 
against 22 percent behind for the busi- 
ness generally. He said it takes cour- 
age to face the economic facts, energy 
to keep on plugging when it takes 
double the calls to get a good interview, 
and to double the interviews to get a 
good sale; and imagination to remember 
that a $100 annual premium may mean 
$100 monthly income for a wife who 
may become a widow. 

“It takes imagination to remember 
that the same prospects who said no to 
you, said yes to the stock brokers, with 
a bull market resulting in the last two 
months,” he said. “It takes imagination 
to remember that these stock buyers 
paid cash, and the former stock owners 
now have the cash or equivalent. It 
takes imagination to remember that 
stock brokers are among the best buyers 
of life insurance.” 


Care in Presenting Applications 


Dr. Dingman urged care in presenting 
applications, particularly where anything 
about the case looks at all questionable. 

“Whenever an applicant looks in any 
way questionable because of insurance 
history, personal history or any other 
history, write a letter, write a long let- 
ter, and tell a complete story,” he said. 
“The surest thing you know is we are 
going to get that story if we can. Surely 
you know your own applicant better 
than almost any one else. It is a con- 
stant comment in our office how casu- 
ally, not to say carelessly, so many ap- 
plications are submitted. They are dif- 
ficult for you to get, goodness knows. 
We are more than eager to handle them 
conscientiously and sympathetically.” 

Dr. Dingman, whose subject was 
“Profitable Underwriting,” said that he 
thought the title misplaced, saying, “it 
really belongs to Jimmie Roosevelt.” 





C. T. CRAVENS SPEAKS 





C. T. Cravens, educational director, 
spoke on making more money, with par- 
ticular emphasis on increasing the aver- 
age policy size and improving persist- 
ency. Mr. Cravens said that “unless 
more than 90 percent of the business 
that you write is staying on the books 
for as long as two years, we suggest 
that you give a great deal of thought in 
your prospecting activities to determin- 
ing whether or not you are working 
among the class of people who will be 
satisfactory policyholders for you and 
for the company.” 

He urged agents to ask for money 
with the application, since in a surpris- 
ingly high percentage of sales it can be 
obtained as easily as not. He told of a 
Pennsylvania agent who for his first 
three years in the business got a check 
with the application for the full first 
premium every time and was producing 
about $150,000 a year. Then he found 
out that the company would issue poli- 
cies to be paid for on delivery and has 
a sorry ever since that he found it 
out. 

Mr. Cravens urged greater use of the 
settlement options in increasing the 
average size of the sale, though warn- 
ing against long winded programs which 
involve taking care of the policyholders’ 
unborn great grandchildren. Mention- 
ing an English judge’s reference to “the 
chilling touch of the hand from beyond 
the grave,” Mr. Cravens said this phrase 
might well be borne in mind by agents 
in discussing settlement options. 


Selling Juvenile Coverage 


Frank Miles, associate manager in 
Chicago, talked on selling juvenile in- 
surance, particularly through the use of 
the plan whereby the company presents 
a silver spoon to the newly born infant 
to whose parents the agent desires to 
sell a juvenile policy. Mr. Miles pointed 
out that one big advantage in having an 
educational policy made out to the child 





and not to the father is that a parent 
has little compunction about borrowing 
on his own policy but will not impair his 
child’s except as a last resort, as it 
seems like smashing the baby’s bank 
with a hatchet. He warned against per- 
mitting policyholders to rely on ordi- 
nary life in the belief that if the father 
lives he will save enough money for the 
child’s college education. Frequently 
the saving is not done and it would have 
been much better to have a policy on 
the endowment basis. 

Agents will frequently increase their 
sales of insurance to adults if they will 
make the original approach on juvenile 
insurance, Mr. Miles said. 

“Would it make you very angry, if 
after enthusing about juvenile insurance 
a father advised you that he needed 
every cent he could save to buy addi- 
tional protection on his own life? It 
has happened to me hundreds of times 
and you will have the same experience 
if you discuss juvenile insurance in 
every home where you hear a new baby 
has arrived. People always want to buy 
something other than what you origin- 
ally suggest. You will sell juvenile in- 
surance where it should be properly 
placed and you will greatly increase 
your sales of adult insurance. Do you 
realize that not 5 percent of our popula- 
tion ever heard that children’s insur- 
ance can be purchased in any. other 
than the weekly collection system? 
Whose fault is it? Don’t you realize 
how much easier it is to get a sympa- 
thetic audience with a stranger, if you 
have a brand new story to tell?” 





CLENDENEN’S ADDRESS 





Irving Clendenen, supervisor Chicago 
branch office, described the use of the 
double protection to age 60 policy. The 
contract is particularly valuable for the 
young man who needs a large amount 
of coverage and at the moment cannot 
afford to lay aside enough for a sub- 
stantial retirement program. Later on, 
when the client is more prosperous, he 
can make use of the feature permitting 
conversion of the term portion to what- 
ever plan he desires, limited pay life or 
retirement income, since he has the 
privilege of doing so without a medical 
examination at any time up to age 55. 
This system, Mr. Clendenen pointed out, 
makes it easier to increase the client’s 
premiums. 

Mr. Clendenen also observed that the 
double protection to 60 policy lends 
itself admirably to other situations, not- 
ably the sole proprietorship business. A 
sole proprietorship retirement plan with 
life insurance on the proprietor’s life 
paid by the employes is the ideal solu- 
tion, enabling the business to be auto- 
matically turned over to the employes, 
with the proceeds of the insurance go- 
ing to the proprietor’s estate, he said. 


Urges Memorizing Talks 


Sveaking on planned life insurance 
selling, J. C. Bick, agency supervisor, 
strongly urged the thorough memorizing 
of the sales talk covering the unit pen- 
sion plan, a policy sold in units of $25 
a month retirement income and provid- 
ing accident and sickness benefits as 
well. He said that merely taking the 
general ideas out of the sales talk and 
putting them into one’s own language 
is unsatisfactory, since it has been found 
that agents who do this leave out 
enough of the important points to make 
their presentation “nothing more than 
an inefficient jumble of words.” The 
presentation, he said, should be learned 
word for word just the way a good 
actor learns his part. 

The sales process, he said, should con- 
sist of seven steps: organizing the mind 
of the buyer to buy; presenting an in- 
terrupting idea which involves a real 
problem; putting the problem in the 
prospect’s lap; letting the prospect talk 
about his plans for solving the problem; 
showing that insurance is the real solu- 
tion; motivating the prospect to act; and 
closing on implied consent. 

Mr. Bick emphasized the proved 
soundness of the planned sales presenta- 





tion for the unit pension plan. He saiq 
it had ben thoroughly tried out and has 
proved to be a money maker. 


Big Field in Group 


B. C. Markle, secretary group depart. 
ment, said that despite recent develop. 
ments such as group hospitalization and 
group coverage for borrowers, “the end 
of the expansion of the group idea js 
nowhere in sight and group is expand- 
ing barely a step in advance of the 
demands being made on it.” He said 
that many salesmen feel that group js 
difficult to sell and takes unusual abjl- 
ity and knowledge, while actually, 
though there are certain fundamentals 
in a successful presentation and sale, 
technical knowledge is unnecessary and 
the study of the rate manual will equip 
the resourceful agent with the essentials, 

Mr. Markle mentioned particularly 
the possibilities in the sale of group in- 
surance’s “little brother,” wholesale in- 
surance. He pointed out that wholesale 
makes the group plan available on cases 
of from 10 to 49 employes, so that the 
agent can offer the benefits of the group 
plan to any employer having 10 or more 
employes. It is a rich field for the agent 
and a substantial feeder for regular 
group, he observed. 


Thiele Extends Greetings 


C. E. Thiele, president general agents 
and managers association, extended 
greetings at the opening session. Other 
speakers at the One-Two-O sessions 
were M. B. Simms, assistant superin- 
tendent of agents, who introduced new 
club officers and members; R. E. Moyer, 
vice-president and actuary; Dwight 
Johnson, Philadelphia; and J. Franklin 
Bell, executive vice-president Golden 
Gate International Exposition. Features 
of the convention were a banquet and 


‘entertainment the evening of the first 


day and the showing of motion pictures. 
Mr. White and Mr. Cravens presided 
at the sessions. Mr. White also con- 
ducted the agency management session. 
The latter meeting dealt with the selec- 
ting of successful salesmen, use of the 
training course and the program chart. 


Will Award C. L. U. Certificates 


Experience credentials of the 151 can- 
didates who completed the C. L. U. ex- 
aminations this year and of 12 candi- 
dates who completed examinations in 
earlier years were recently reviewed by 
the registration board. At a full meet- 
ing of the board, which consists of Dr. 
John A. Stevenson, Penn Mutual, chair- 
man, W. M. Duff, Equitable Society and 
Dr. David McCahan, the members 
unanimously recommended award of the 
C. L. U. designation to 126 candidates 
and of the certificate of proficiency to 
five others. Assuming approval of this 
recommendation by the board of trus- 
tees at its next meeting on Sept. 20, 
these candidates will be granted their 
diplomas at the twelfth conferment of 
the American College to be held in 
Houston on Sept. 22, in conjunction with 
the annual convention of the National 
Association of Life Underwriters. 


Hobbs Without Opponent 


Commissioner Hobbs of Kansas, re 
nominated on the Republican ticket 
earlier this month, is without an oppon- 
ent on the Democratic ticket as a result 
of the withdrawal of J. F. Farley of 
Wichita, who has accepted a_ private 
business connection. It is probable that 
the Democratic committee will select a 
candidate at its meeting Aug. 30. Frank L 
Britton, fire insurance field man and for- 
mer company executive, who was ¢& 
feated by Mr. Farley for the nomina 
tion, may be placed on the ticket. 


Delaware Life Insurance 

The Delaware department states that 
life insurance in force in that state ' 
$347,303,593, there being 446,379 poli 
cies. The average policy was $1,450 pe 
capita. 


Peter M. Nadon, 68, for the past, if 


years special agent for the Prude 
at Green Bay, Wis., died after a lin 
ing illness, 
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LIFE INSURANCE EDITION 





- RECENT COURT DECISIONS . 











Finds Delivery Was Effected 


Insurer Made No Effort to Withdraw 


the Policy Nor to Insist on Formal 


Acceptance 








On the ground that no effort had been 
made by the insurer to withdraw the 
policy nor to insist upon a formal ac- 
ceptance of it, the United States circuit 
court of appeals for the fifth circuit 
(Texas) held in favor of the beneficiary 
in a dispute over whether there had 
actually been delivery of the policy. The 
case was Peoples Life vs. Whiteside, 
Admnrx. et al. ; 

Whiteside applied to Peoples Life on 
Jan. 21, 1935, for a $10,000 policy, witn 
double indemnity. The application was 
submitted through Stephenson, Peoples 
Life general agent at Dallas. Stephen- 
son forwarded the application to Peoples 
Life, together with the agent’s check 
for $8.68 representing the net sum the 
general agent thought to be due the 
company as its part of the first pre- 
mium. 


Policy Was Issued 


On Feb. 6, Peoples Life issued an 
ordinary life policy without double in- 
demnity and forwarded it to Stephenson 
on Feb. 15. Stephenson maued tne 
policy to Whiteside at Childress, Tex., 
where it was placed in Whiteside’s post 
office box Feb. 19. it remained there, 
unopened, until after Whiteside’s death 
from pneumonia on Feb. 25. Whiteside 
was absent from Childress from the 
time the policy was mailed until his 
death. 

Peoples Life contended that it reject- 
ed the application for a policy with 
double indemnity and as a counter offer, 
tendered him an ordinary life policy 
which he never accepted. 

Appellate court held that the policy 
was delivered to Whiteside as ettectu- 
ally and finally as the company could 
do so. The delivery was final, absolute, 
deliberate and unconditional. 

Neither in the letter from Peoples 
Life to its agent nor from Stephenson 
to Whiteside, was there any mention of 
the omission of the double indemnity 
feature. 

Peoples Life received and retained its 
net portion of the first premium. It did 
dispute the amount with its agent, be- 
cause it declined to allow the agent the 
usual commission on this policy. The 
balance demanded by Peoples Life was 
charged by it against other commissions 
it owed the agent, so that in the end 
Peoples Life received and retained the 
full net premium contended for by it. 
By knowingly receiving and retaining 
the net premium, Peoples Life, accord- 
ing to the court, waived the provision 
of the application that there should be 
no liability on the policy until the first 
Premium is “actually paid.” 

There was no occasion for Whiteside 
to take any overt action indicating 
formal acceptance. 

A controversy as to the beneficiary 
was also involved. The named bene- 
ficiary was “Faye Blassingame—creditor 

- If living; otherwise to the insured’s 
executors, administrators or assigns.” 
The only relationship between Faye 
Blassingame and Whiteside was a mere- 
tricious one, the court observed. When 
Whiteside’s alleged indebtedness to her 
was paid, she had no further insurable 
interest in his life. The proceeds of 
the policy were correctly awarded to 
the administratrix. 


Facility of Payment Decision 

A decision involving the facility of 
Payment clause in an industrial policy 
nas been construed favorably to the in- 
surer by the Kentucky court of appeals in 
Krumphorn vs. John Hancock Mutual. 

Kort was the assured and his wife was 
the beneficiary. She died in 1932. After 








the death of Kort a daughter by a former 
marriage delivered the four John Han- 
cock policies and the premium receipt 
book to a John Hancock agent, made 
proof of death and requested that a 
check for the proceeds be made out to 
her. Upon demand of Kort’s adminis- 
trator, John Hancock issued to him a 
check covering the proceeds. 

The daughter alleged that she paid 
the premiums, that the agent who col- 
lected the premiums promised to her 
that if she would do so the insurance 
would be paid to her in the event the 
beneficiary predeceased the insured and 
that when she surrendered the policies 
and receipt books and proof, the agent 
promised that the check would be paid 
to her. ; 

The court stated that an insurer is not 
bound by any contract made by its 
agent with a third party or a stranger 
to the contract to change the bene- 
ficiary or to vary in any way the terms 
of the contract without the consent of 
the insured. It is optional with the 
company to whom ot the designated 
classes it would pay the insurance pro- 
vided the option was exercised in good 
faith and it was well within its right in 
making payment to the administrator. 





Sustains Creditors’ Claims 
Against Beneficiaries 





The protection against claims of cred- 
itors that is given to beneficiaries of 
life policies by G. L. (Ter. Ed.) ¢.175, 
section 125 of the Massachusetts law is 
not available to persons whose claims 
are based upon transfers of beneficiaries 
subsequent to the original issue of the 
policy. This is the decision of the Mas- 
sachusetts supreme judicial court in 
McCarthy, Admnr. vs. Griffin et al. 
Section 125, the court observed, differs 
from section 126 which deals with poli- 
cies payable to married women. 

On April 4, 1930, McCarthy, the as- 
sured, changed the beneficiary. from his 
estate to his children, Andrew and 
Mary. At that time McCarthy was in- 
solvent and his estate was insolvent. 
At the time of the transfer, McCarthy 
stipulated and the children agreed that 
the children should pay the future pre- 
miums, the interest upon loans outstand- 
ing and certain specified debts of Mc- 
Carthy. His right further to change 
the beneficiary was canceled. 

The court stated that the policy was 
part of the estate of McCarthy and was 
to be accounted for as such. Defrauded 
creditors have been allowed in Massa- 
chusetts to reach the entire proceeds of 
policies fraudulently transferred and not 
merely the surrender value at the time 
of transfer, the theory being that the 
transfer is avoidable in its entirety as 
to creditors and that they are entitled 
to regard the policies as still part of 
the estate of the assured. 


Policy Not Issued But 


Agent’s Acts Bound Insurer 








The Indiana supreme court in Western 
& Southern Life vs. Vales held that the 
insurer is bound, as if a policy had been 
issued, by what took place between the 
agent and the “assured.” 

An agent and district superintendent 
of Western & Southern called upon Lon 
Vales to solicit him to purchase an 
additional industrial policy. Vales signed 
an application for a policy, the premium 
of which was $1.29 per week and paid 
two weeks’ premium in advance. The 
agent executed a receipt, acknowledging 
the deposit of the two weeks premium. 
Vales could not read. The agent told 
Vales that if he suffered the loss of a 
limb or an eye he would be paid one- 
half the amount of the money and be 
given a paid up policy for life; that the 
receipt was just as good as the policy 





and that the insurance was in effect 
from the date of the receipt. Three days 
later Vales’ left hand was cut off in the 
mine where he was working. 

Western & Southern testified that the 
application reached the home office after 
the date that Vales lost his hand, that 
no policy was issued, because the com- 
pany was questioning the ability of 
Vales to pay the premium. The home 
office had not learned of Vales’ injury. 
Western & Southern testified that the 
application was not rejected on account 
of Vales’ physical condition. After the 
information of Vales’ injury reached the 
home office, nothing further was done 
toward approving or disapproving the 
application. It was turned over to the 
claim department. 


No Inquiry as to Finances 


The supreme court decided that un- 
der the circumstancés a contract was 
created between the company and the 
applicant. The agreement contained in 
the receipt, according to the court, must 
be construed as intending that the ap- 
plicant be insured for the period be- 
tween the signing of the application and 
its acceptance and approval, if reason- 
ably insurable. The report of the med- 
ical examiner was accepted as to the 
insurability of the applicant. In the 
application blank no information was 
sought regarding Vales’ ability to pay. 
Even if there had been such an inquiry, 
the total amount of the premiums is not 
beyond the means of even a casual 
laborer. Having solicited the insurance 
and accepted the initial premium, over- 
insurance could not be reasonably urged 
as a basis for refusing the risk. 





Wife’s Estate Winner in 
Common Disaster Case 


In a case involving the common disas- 
ter question, the Minnesota supreme 
court, in Vaegemast vs. Hess sustained 
the holding ot the lower court that the 
wife had survived her husband in the 
accident and that her estate was entitled 
to the insurance proceeds rather than the 
estate of the husband. Equitable So- 
ciety, the insurer, paid the proceeds into 
court. . 

The automobile, in which the assured 
and his wife were riding, was struck by 
a train and carried along upon the front 
end of the train to the point where it 
stopped. The husband was pinned be- 
tween the left door and the steering 
wheel and his wife was thrown out 
through the right door upon the track, 
run over by the train and mangled. Both 
sides presented medical testimony which 
represented divergent views. This pre- 
sented a question of fact which the trial 
court viewed in a light more favorable 
to the estate of the wife. The estate of 
the husband does not seriously disagree 
with the claim of the wife’s estate that 
Mrs. Hess lived from a minute to a min- 
ute and a half after the impact. 








Finds No Insurable Interest 


The South Carolina supreme court, in 
Elmore vs. Life of Virginia, holds 
that the relationship of nephew and 
aunt does not constitute of itself an in- 
surable interest. The policy, according 
to the court, was a wagering contract 
and the insurer was directed to refund 
to the beneficiary, the nephew, all pre- 
miums paid by him, with legal inter- 
est. 

The policy, in the amount of $170, 
was issued to Selina Briggers, the aunt, 
who was 64 years of age on May 10, 
1937. She died Sept. 2, 1937. Elmore 
paid all the premiums. It is plain, ac- 
cording to the court, that Mrs. Briggers 
was only nominally the contracting 


party. The only interest which Elmore 
had in her life is that he was the child 
of her brother. 








Claimed Insured Knew He 
Was Marked for Murder 





_ New York Life was unsuccessful in 
its attempt to avoid liability under a 
policy on the ground that the assured, 
when he took out the contract, knew 
that he was in danger of being murdered 
and that the concealment of this fact 
from New York Life constituted fraud. 
The decision was given by the United 
States circuit court of appeals for the 
5th circuit (Florida), the case being 
New York Life vs. Bacalis. 

The assured applied for the contract 
Aug. 10, 1934, the policy was delivered 
Aug. 24, and he was murdered Sept. 3. 
The assured applied for two policies 
totaling $10,000, which were issued and 
tendered to him, but he accepted only 
one of them. There was no attempt to 
show who killed the insured. One 
Frank has been acquitted in the case. 

The court said that the pleas do not 
allege any fraudulent intent or purpose 
on the part of assured in applying for 
and accepting the insurance. His refusal 
to accept all that was offered would go 
far to disprove such an intent. No 
questions were asked him in connection 
with his application touching this mat- 
ter. Where against its written policy 
a life company, particularly after the 
death of the assured, attempts to show 
fraud of the assured in procuring it, the 
rule is well settled that some evidence 
of fraud is not enough, nor should the 
jury be instructed to act on the bare 
preponderance of the evidence, but that 
the evidence must be clear and satis- 
factory in character. 





Disability Reserve Separate 

The insurer under section 410 (i) of the 
Pennsylvania law is not required to in- 
clude in computation of the cash sur- 
render value of a policy, any reserve 
except life insurance reserve. The case 
was Cramer vs. Mutual Life of New 
York. 

The assured failed to pay the annual 
premium due March 24, 1933, and the 
policy was continued in force as a paid 
up and nonparticipating term policy for 
the sum of $1,684 for 253 days. The 
beneficiary contended that the disability 
reserve should have gone to purchase 
extended reserve. Pennsylvania superior 
court decided that section 410 has no 
application to disability insurance. 





Beneficiary’s Interest Not Vested 


On the theory that the beneficiary 
had a mere expectancy rather than a 
vested interest, the United States circuit 
court of appeals for the 8th circuit (Mo.) 
in Morgan vs. Penn Mutual, held that 
the assured had been privileged to sur- 
render the policy without consulting the 
beneficiary. 

The assured, Bingham, surrendered 
for $9,234 the combination annuity bond 
which was to have paid $15,000 to his 
daughter upon his death. The daughter 
urged that although the policy gave her 
father the power to change the bene- 
ficiary, this would not entitle him to 
surrender the policy without the consent 
of the beneficiary. The court held oth- 
erwise. 


Can’t Collect for Sunstroke 


The New York appellate division, 
second department, in Dupee vs. Tray- 
elers, decides that death from sunstroke 
does not fall within the definition of 
double indemnity benefits. The court 
expressed the belief that the policy does 
not contemplate that a very red face 
and head, with the face somewhat 
swollen, is evidence of a visible con- 
tusion or wound on the exterior of the 
body. 














Here is your handy guide book of 
ACCIDENT and HEALTH POLICIES 


In this book you get a complete, accurate analysis of every 
accident and health policy written by the leading stock com- 
panies, mutual associations, or mail writing organizations 
operating in the United States. The book provides you with 
a concise description of the commercial policies of each com- 


pany, with rates for all ages. 4 : a 


THE 1938 
TIME SAVER 


OF ACCIDENT AND 
HEALTH INSURANCE 
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This is the fifteenth edition of the standard ref- 
erence book of disability policies. It contains 950 
pages, 50 pages more than last edition. Com- 
panies not in previous editions have been added. 
This book contains the hospitalization policies 
brought out by several companies during the past 





year. 950 pages. Size of book, 4x6 inches. Printed on bible paper. limp binding. 


Many agents get each annual edition as re- Several leading companies buy the Time Saver in 
leased. Those books are kept as permanent ref- quantity, passing the book along to their agents at the 
erences to check provisions of policies written by lower wholesale price. Ask YOUR company. Order 
the various companies in each year. your copy of the new 1938 Time Saver now! 


USE THIS ORDER COUPON NOW! 





In the 1938 Time Saver You Will Have— 


Synopsis of 1,000 policies and rid- Financial statements of 250 com- The National Underwriter Company 


ec grunt ee 420 E. Fourth Street, Cincinnati, Ohio 
Rates for every age for each Mutuals and Association policies 


policy. —same as others. I want to use the 1938 Time Saver for accident and 
Accident and health statistics and health insurance. Send me copies of the Time 
Noncancellable policies complete. comparisons. Saver and forward bill in the usual way. 


Price, $4.00 per copy 


Published annually by 


THE NATIONAL UNDERWRITER COMPANY 
420 E. Fourth Street Cincinnati, Ohio 

















